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re ‘a ; pught NOW to increasing your post war 
7 nel 2 si shoe business! Roberts, Johnson & Rand, 
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“It is Quality rather than Quantity 


that matters” 


UALITY as against quantity 
... the ever-present problem 

and temptation of every man 
who ever made anything. Here is 
the parting of the ways where 
many have taken the wrong road. 
But quality has always been 
the goal of Vitality and con- 


sumer confidence has proved the 


Seneca 


wisdom of this unwavering policy. 

Although present day de- 
mands have placed a strain upon 
our facilities, we have steadfastly 
refused to compromise our good 
name, our dealers’ business con- 
fidence, or their customers’ faith. 

We are determined to hold the 
buying public’s lasting respect. 


SHOES 


Made by America’s Largest Shoemakers 


VITALITY SHOE COMPANY, Division of International Shoe Co., ST. LOUIS, MO. 
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SMARTEST SHOES ON THE SQUARE 


When you pledge allegiance to the name JOHNSONIAN, by 
placing it high in your store, you command complete allegiance from 
every worker—be he in the tannery, shoe factory or at the distributive 
center of Endicott, New York and St. Louis. 


An entire organization is in SERVICE to you, so that you in tum 
may fit and satisfy American men with JOHNSONIANS, one of the 
best shoes in their grade. 


Your name as a merchant is linked with ours in doing the best we 
can, under today's war limitations—but the time is coming when 
“the Maker, the Merchant and the Consumer” in triple alliance 
will show what can be really done to make JOHNSONIANS, the 


great national favorite. 





ENDICOTT-JOHNSON SHOE CORP. 
NEW YORK CITY - ENDICOTT, N.Y. - ST. LOUIS, MO. 
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To meet the demands of the most rug- 


ged types of footwear, Celastic Double 
Box Toes are used because they are 


strong, durable and form retaining. 


Even the heaviest Celastic Box Toes 





are easily worked and accurately 


reproduce the toe shape of the last. 


? 


THE QUALITY 
BOX TOE 


UNITED SHOE MACHINERY CORPORATION sosron, massachusetts 
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E. KEITH COMPANY, 


@ Notice how the word “quality” 
has been bandied around lately? 
It sounds fine, it looks good in 
print, but it doesn’t mean a thing 
unless you've got the goods to 
back it up. 

Manufacturing smart, long- 
wearing shoes isn’t a little trick 
you can pick up in your spare 
time. It means knowing and buy- 
ing the best available materials. 


didn’t just happen 
overnight! 


It’s the result of attention to 
small, but important details—of 
careful, painstaking work by 
craftsmen with years of experi- 
ence. This is the way Walk-Over 
has been making shoes since 
1874! 

If you want to tie in with a 
shoe-name that America respects, 
write us now about a postwar 
dealership! 


BROCKTON 63, MASS. 
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S. C.. Kerrisons Dry Goods Co. 
w. re The Diamond Dept. Store 
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Beach, Fia...... Yowell-Drew Co. 

Colo... The De-wer Dry Geods Co. 

Moines, lowa...Younker Brothers Inc. 
Mich.. The J. L. Hudson Company 

Minn... The Glass Block Store Co. 
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$e. Dak.....Otwin Angell Store 


soeees "George J. Wolff _. 
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Dak....-.-A. W. Lica C8 


Vt... Abernathy Clarkson Wright 


Kcbacker’s Dept. Store 
oods 


ovemans, Inc, 
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. The Mabley & ~ Ae Co. 
i; Va... Watts, — tne, May 3 
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he Home Store 
Block & Kuhi Co. 





Broadway 
Mh cvccese Rumbaugh-MacLain 
. Va..J.M. Hartiey & Son Co. 








hemsinbotasernts McWhirr’s 
.-Herbst Department Store 
wboee Nichols & Frost Co, 
«seeeeeW. C. Stripling Co. 
becece «eseeC. Thomas Kemp 
ccvccececcccoces Eiband’s 
eeeeeeH. Gordon & Sons 
posencs --F. A, Buttrey Co, 
Veccccccces Fowler's, Inc. 
Dak.. erbergers’, Inc, 
i pesdavonnene Wolbach’s 


.- Herpolsheimer’s 
.H. C. Prange Co, 
Meyer’s Dept. Store 


Pomeroy’s, 
wat Sage-Allen & Co., Inc. 


Miss..Fine Bros.-Matison Co. 
notcocomeen P. Deisroths Sons 
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Madison, Wis... pow 6. Manchester, Inc. 
anchester, 


Stores Corporation 
—, =. The Henderson oy Co. 





H. 
Middletown, 0..........The Central 
Milwaukee, 


PRELUDE TO 
THE 4 YAR LOAN 


TRIBUTE TO 


UNCONQUERABLES 


JANUARY 10-15 


These 280 Great Department 
Stores are co-sponsoring with The 
Saturday Evening Post, this na- 
tionwide War Bond Drive in 
honor of the Unconquerable 
peoples of Europe. 
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.Wm. D. Hardy & Co. 
Muskogee, Okla... Calhoun Dry Goods Co, 


Mass. 
Charles F. Wing Co., Inc. 


By j “Young Dry Goods Co. 
| re Re dene - The Edward Malley Co. 


alumi River Mercantile 4 
a - The Stewart Dry Goods ce 


. Newcastle Dry Goods - 
Newport News, Va.......Machman’s, Inc. 





a Falls, N. Y....... Beir Bros., inc. 
m® Wicccece & Brownley, Inc. 
Comn.......+5. Tristram & Aww 4 











R. ° 
Peoria, til...... eseeeeBlock & Kuhl Co. 
Philadelphia, Pa.........Gimbel Brothers 
Phoenix, AriZ....cccccceseessss Korricks’ 
Pittsburgh, Pa.......00+-++-- Kaufmann's 
Plainfield, N. J.........Resenbaum \. 
Pontiac, M.ch........«+.++.Waite’s, Inc. 
Port Tex..... ogovsees Biuestein's 
Portland, Me.....Rines Brothers Company 
| ecccescces Meier & Frank's 
Portsmouth, 0..... e Marting Bros. 
Portsmouth, Va..........+...The Famous 
Posereeapsies i Voz. Lachey Platt & Ce. 
psie, eeeer y 0. 
Providence, R. 1.....+.+...The Outlet Co, 
Provo, Utah.....ssseeceseeeees Schriver's 
Pueblo, Colo., 
The 
Quincy, ii.. 
oe 
adi 
Hes. 
Ric sees 
Roanoke, 
Rochester, Minn...... E. A. Knowlton Co. 
Rochester, N. Y. ones 
Rockford, iil.. 
Rome, N. Y. 
Sacramento, Cal 
se is 
t. F oon 
St Joseph, M 
St. Louis, Mo... 
St. Paul, Minn 
Petersburg, Fla. 
Salem, Ore..,.....-.Miller Mercantile Co. 
Salina, Kans....... The Stiefel Stores Co. 
phy hs seccceecee z. C. M. 4h 
0, TXt» 
Cox Rushing Greer Company 
San Antonio, Tex........+.++++++. Joske's 


San Bernardino, “Call. .The Harris Company 
San Diego, Calif...The Marston Company 
San Francisco, Cait 





City of Paris eas Sue Co. 
San Jose, Calif..... eoccccesces e Bros. 
Santa Ana, Calif....Rankin Dry Goes Co. 
Savannah, Ga........-- Leopold Adler Co. 
Schenectady, N. Y......--+- The Cari Co. 
‘on, Pa...... Scranton oy Goods 4 
the, Wash. .....seeesees on Marc! 
oy Pascoe eecece The Sharon Store 
Sheboygan, Wis.... .. 4, C. Prange Co, 
Sheridan, ba eg 
Stevens Fryberger & Co., 
» Ldrccccccecs M. Levy oe 
Sioux City, lowa........ T. S. Martin Co 
South Bend, Ind.......+++++. Robertson's 
Spartanburg, S. C.. The Aug. Ww. Smith Co. 
Springfield, til..... The Jolin Bressmer Co. 
Springfield, Mass..Albert Steiger Company 
Springfield, Mo..........++++ Heer’s, Inc. 
Steubenville, 0...........+00++ The Hub 
Stockton, Calif... Stockton Dry —y Co. 
Superior, Wis...........+. Roth Bros. Co. 
Syracuse, N. Y. C. E. Chappell & Sons 
Tacoma, Wash..........- Rhodes Brothers 






Tampa, Fla.. .Maas Brothers, Inc. 
Terre Haute, Ind ..-Root Dry Goods Co. 
Toledo, O........++000++ LaSalle & Koch's 
Topeka, Kans........ The Crosby Bros. Co. 
Trenton, N. J., 
Goldberg's Gronrtnest 1 
Troy, N. Y...... Wm, H. Frear & Co., 
Tulsa, Okla........... Brown-Dunkin ‘Ce 
Tuscaloosa, Ala........ _— Wiesel, Inc. 
Tyler, Tex.......ceeeees Mayer & Schmidt 
Utica, N. Y¥.......++..- New Boston Store 
Ventura, Calif....... Ventura Dept. Store 
Vicksburg, Miss..The Valley Dry Goods Co. 
Waco, Tex...R. E. Cox Dry Goods Company 
Walla Walla, Wash......... Gardner & Co. 
Waltham, Mass......... Parke Sow, Inc. 
Warren, 0...... The Strouss-Hirshberg Co. 
Washington, D. C.......... The Hecht Co. 
wat mg RS Howland Hughes 
Waterloo, lowa 
The James Black Dry Goods Co. 
Watertown, N. Y..... F. A. Empsall & Co. 
Waukegan, Il....Globe Department Store 
Waukesha, Wis....... McCoy’s Dept. Store 
West Palm Beach, Fia.....Burdine’s, Inc. 
Wheeling, W. Va......... Stone & Thomas 


Wichita, Kans...The Allen W. Hinkel Co. 
Wichita Falls, Tex.. Perkins Timberlake Co. 
Wilkes-Barre, Pa... Fowler, Dick & Walker 
Williston, N. Dak....G. M. Hedderick Co. 
Wilmington, Del....... Kennard, Pyle Co. 
Winona, Minn....... t...H. Choate & Co. 


Worcester, Mass... Denholm & McKay Co. 
Yakima, Wash........ Barnes Wooding Co. 
York, Pa... The Bon Ton Department Store 


¥ 
Zanesville, O.........0c00000. Bintz Bros. 




































UNCLE SAM’S FIGHTING MEN— 
are well shod 


Our military leaders, appreciating the importance of intelligently 
designed footwear, have endeavored to equip our fighting forces with 
the most serviceable types possible. 


A Booklet illustrating types of military foot- 
wear from 1861 to date, sent on request. 


UNITED SHOE MACHINERY CORPORATION 


140 FEDERAL STREET, BOSTON 10, MASSACHUSETTS 


—— 
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*350,000 girls buy Glamour every 


month; over 2,000,COO read it 


L 


believe in glamour 


This is the “new money” crowd...young women at the 
spending age (81% under thirty!) with paychecks of their own. 
They're looking for better fashions, better cosmetics, all that makes 
for smarter living. And Glamour's their guide and inspiration! 
What's more, it’s the backbone of intensive merchandising 
in top stores throughout the country. They are busily building a 
career girl following — now — with Glamour's help. And 
manufacturers are discovering they can cultivate 


a whole new market...a great, growing market-with- 


a-future...for a very small cost...with GLAM () UR 


The magazine for the girl with a job — and a paycheck 
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Canvas Shoes 


In pS I to Order R-I, December } 19 


has approved the manufacture of a limited line of Can 
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What STYLES will be made? What about DELIVERIES? What 
~» Below are illustrations of the styles The manufacture of these canvas shoes We cai 
which will be made according to the is an addition to our production of es- norma 
Order issued by W.P.B. The names sential war products and waterproof footwe 
used are those defined in the Govern- : : 
footwear for the health protection of pairs | 
ment Order. 
civilians and war workers. An acute than th 
What will PRICES be? shortage of labor as well as other prob- we su; 
é ans ‘ lems will not permit early season de- advert: 
The Office of Price Administration has “ee ‘ 
, si ‘ liveries of this canvas footwear. ulate t! 
issued manufacturers ceiling prices as 
shown. These are our “Net to Retailer 
Prices.” Ata later date O.P.A. will issue 
retail ceiling prices on this footwear. Sale 
~ can 
wae 









TRAINING SHOE LACE-TO-TOE BAL LACE-TO-TOE GYM BAL CIRCUL 
Sizes Price Sizes Prices Sizes Price 
Mens 6-12 $2.40 Mens 6-12 $1.65 Womens 1-10 $1.30 
Boys 2%-6 1.50 < 
Youths 11-2 1.40 % 
Little Gents 6-10% 1.30 
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for 1944. 


ber | 9, 1943, the Office of Rubber Director 
e of Canvas Rubber Soled:.shoes, effective January 1, 1944. 
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seems} 
What QUANTITY will be available? |= How will we DISTRIBUTE Canvas Shoes? 

hoes We cannot hope at this time to produce _ There will be am allotment of these 
f es- normal peace-time quantities of canvas canvas shoes for our regular customers, 
roof footwear. Therefore, the number of based on a fair and equitable policy 
1 of pairs you will receive will be far less which will work out as successfully as 
cute than the demand. Because of these facts our waterproof footwear program. We 
‘ob- we suggest that our customers do not can assure each one of our dealers that 
de- advertise, promote or attempt to stim- they will receive their rightful share of 


ulate the sale of canvas shoes. our production. 


Salesmen will soon call on our customers to show samples of the new 
; canvas shoes and to discuss allotments, deliveries, and distribution policy. 


Hood Rubber Co. 


Ambit ile), mel: 


FIRST IN RUBBER 


FOOTWEAR FACTORY AND LABORATORIES 
WATERTOWN, MASS. 






CIRCULAR VAMP OXFORD LACE-TO-TOE OXFORD 
ice Sizes Prices Sizes Prices 
30 Mens 6-12 $1.30 Mens 6-12 $1.30 
Boys 2%-6 1.20 Womens 3-10 1.20 
Youths 11-2 1.10 
Womens 4-10 1.20 
Misses 12%-3 1.10 





Childs 5-12 1.00 ss, . Dd 
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“time to read it again” 


~ 


Recently a friend of ours celebrated his 63rd birthday. Many 
greetings he received. Many good-luck wishes. Fred nodded 
and smiled and thank-you’d with the quiet dignity of his know- 
ing years. Then, to a few, years-tested-and-tried, intimate 
friends, Fred showed the birthday card he’d sent—to himself! 





“I haven’t read this for years and years,” he said, “and I think 
it’s high time to read it again. It’s by an unknown, blessed 
author. Listen, gentlemen— 


Site — onal 


‘My grand-dad, viewing earth’s worn cogs, 
Said things were going to the dogs; 

His grand-dad in his house of logs 

Said things were going to the dogs; 

His grand-dad in the Flemish bogs 

Said things were going to the dogs; 

His grand-dad in his old skin togs 

Said things were going to the dogs; 
There’s one thing that I have to state— 
The dogs have had a good long wait.’” 


ecsrays =e 





' 
We can think of no more appropriate turn-of-the-year message 
to our friends. We're 63 years old ourselves. 


} 
THE AMERICAN OAK LEATHER CO. Wn 
ph 


i \ 
f 
CINCINNATI CHICAGO ST. LOUIS BOSTON 
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Stetson is ready to talk 
Post-War Plans 





We have some very definite ideas, at Stetson, about the post-war importance of good 
Shoe lines to good shoe stores. 

New consumer preferences are in the making now. As the result of shoe-rationing, 
quality has become a more potent factor in retail purchasing than ever before. And as 
the result of higher income levels, whole new groups of quality-minded purchasers are 
learning to look for established shoe brands. 

When Uncle Sam says ‘‘go’”’ Stetson will be 
tuned up to take care of old accounts and a 
limited number of new ones in real Stetson 
style. THE STETSON SHOE COMPANY, INC., 


South Weymouth 90, Massachusetts. 


STETSON SHOES FOR MEN 


Jonuary |, 1944 13 
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By UNITED LAST COMPANY 





















































Both styles are made in Men’s and Women’s sizes and 
are produced entirely from non-restricted materials. 


Now in stock in all standard sizes and widths. 


These shoe trees are attractively 


priced for profitable consumer sale. 


UNITED LAST COMPANY 


MARBRIDGE BUILDING ROOM 503, 47 WEST 34th STREET, NEW YORK 1, N. Y. 
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“THE LAKE’ IN BROWN MARACAIN 
BY WOLFF-TOBER SHOE MFG. CO. 














New Castle Divisione Zhed Kid Company 


100 Gold Street. New York C ity 


donuary 1, 1944 





BROWN KID SHOE 
by J. G. MENIHAN CORP. 


& 


Brown Kid is the classic leather for com- 
fortable oxfords. The year round KIDSKIN 
soothes weary feet on their busy rounds. 
KIDSKIN fits smoothly giving the foot a 
consistently slim look. Brown is a versatile 
color to wear with darks and lights alike 


through Spring and Summer. 
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STANDARD KID DIVISION 4 
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The right lubricants, the means for pro- 
perly applying them and wiping cloths for 
keeping machines clean, are fundamental 
tools for protective maintenance. 


Methods of carrying out machine main- 


CLEAN MACHINES AND GOOD . 
tenance may vary, but the adequate equip- 


LUBRICANTS WILL RESULT IN: 


@ Reduced wear and breakage 
®@ More continuous production 
@ Reduced power consumption 
@ Smooth running machines 

®@ More and better work soldier. 


ping of an individual concerned with 
machine care, whether he be operator or 
full time maintenance man, is as essential 
today as bullets or field rations are to a 


O/L IS AMMUNITION — USE IT WISELY — BUT USE IT! 


TAKE GOOD CARE OF WHAT YOU HAVE 


— en Pood sccianapre oor Eeme 


lubricants properly used mee 


will help prolong the life of 
shoe machinery. In these 
critical times, conservation 
Is vital. Make oi! your 
Ammunition. 








At Work loday - for YR Tomorrow 
Met unal Bnidgs National Advertising 
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M: LIVE WITH ONLY TWO PAIRS OF SHOES A YEAR?” Three 
seasons ago she would have scoffed . . . Today she is doing it, and like a 
soldier, too. But, as she reads Natural Bridge National Advertising, no power 
on earth can keep her from dreaming of the day when she'll buy as many 
pairs as she chooses. 


A year ago, any merchant worth his salt, would have said —“Me take a 
quota? Why that’s slow suicide”. But, they’re taking them today, and finding 
that even with quotas, life is not too bad when your line is good. 


Customer and retailer alike can look to the day when rationing and quotas 
will be forgotten. We’re planning for it with post-war expansion sufficient a: 
to guarantee Natural Bridge Shoes to all who would like to sell and to wear conn FURST 
them. And today, while your customer is thinking more of war bonds than - 
she is of heel heights, constant, fashion-right National Advertising repeats Se Ce 
our sales compelling story of Style, Comfort and Value to her, creating within TO RETAIL eae ad ad 
her mind an ardent desire for Natural Bridge Shoes. ra To *4 


Whether you are an active Natural Bridge account today, or one of the many 
thousands of merchants who are anxious to sell them, this advertising is 
rendering signal service today for your tomorrow. 


NATURAL BRIDGE SHOEMAKERS - °**”°f “reese 


LYNCHBURG «+ VIRGINIA 
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Covtlents 


Everitt B. Ternune, President Velen of Ge Tanke 


Vice-Presi . y “ 
eetabimererans Trained Sales Staff Helps Department 


ArtHur D. ANDERSON a 
Shoes Mark the Soldier 


Bernarp C. Bowen 


Hucn M. Bowen Gorpon Scott Style Outlook for Spring 
Everit B. Ternune, Jr., Advertising Manager Accessory Departments Play Important Role 
Raestel Staf Your Customers Are Your Friends 
Artuur D. Anperson, Editor Shoe Windows in a Wartime Winter 
Raymonp L, Firzceratp, Menaging Editor Legs Show in °44 


Joun J. Rewty, Art Director Re N 
< ; er 
E.eanor M. Ruttepce, Fashion Editor Shoe News Pictorial 


Owen A. Tuomas, Associate Editor Timely Tips on Fitting Feet 
E. G. Anperson, Associate Editor Dress-Up Shoes Compete in Mid-Season Ads 
Harry R. Ternune, Field Editor hee 
Hersert B. Gooprivce, Make-Up Editor The Editor’s Outlook 
A. R. Davi, News Editor O. P. I. (Other People’s Ideas) 
*Raymonp H. Goopripce Concentrates on Juvenile Trade 


*Joun F. W. ANDERSON 





Washington Newsreel 
Washington Staff 


L. W. Morrett, Washington Editor 


Review of the Retail Trade 


J. Donato Browne, Associate Manufacturing and Markets 


Eucene J. Harpy, Associate Shoe News 


*In the Nation’s Service 


® 


Copyright 1944 by Chilton Company, Inc. 


wel Bridge Owned and Published ‘hy 
inginie CHILTON COMPANY, Incorpdérated ADVERTISING STAFF 
4 =) i 7 ~ Z 
Executive Office E. B. TERHUNE, Jr. GORDON SCOTT 
Chestnut and 56th Sts., Philadelphia 39, Pa., U. S. A. 100 East 42nd St., New York 17, N. Y. 10 High St., Boston, 10, Mass 
ION Editorial and Advertising Offices Telephone Murray Hill 5-8600 Telephone: Liberty 4460 
190 East 42nd Street, New York 17, N. Y., U. 8S. A. : : 
at ial 
OFFICERS AND DIRECTORS B. C. BOWEN PHILADELPHIA OFFICE 
ae s MUSSELMAN, President 209 S. State St., Chicago 4, Ill. Chestnut & 56th Sts., Philadephia, 39. Pa 
Telephone: Wabash 8058 Telephone: Sherwood 1424 
Jos, S. HitpretH, Vice-President 
Grorce H. Grirrirus, Vice-President t t 
Bg gee ae pot ae HUGH M. BOWEN HARRY R. TERHUNE 
4 © 8 pee . Vice-President 1627 Locust St., St. Louis 3, Mo. 201 Oceano Drive, Los Angeles 24, Calif 
cael ~ Telephone: Garfield: 3347 Telephone: Arizona 36270 


WILtiaAM A. BARBER, Treasurer 
Joun BLarr Morrert, Secretary 















p. 
IcLiaN CHASE THomas L. KANE Member, Audit Bureau of Circulations, Associated Business Papers. 

| A G. C. Buzsr P. M. FAHRENDORF Yearly Subscription Price: United States and Possessions, Mexico and 
Cuaries J. HeaLe Cuba $3.00; Canada, $3.50, Foreign, $10.00. Single copy, 25 cents 


Hamer V. Dorrr 





28 
3] 
32 
34 
36 


40 
42 
+4 


51 


52 


60 
69 







































































KEEP Her Pretty 











3739-1 
CYLIN Pattern 


Town Brown Gabardine 


with Kid Trim 
142 Last %, Heel 
































TWEEDIE FOOTWEAR CORPORATION « JEFFERSON CITY, MISSOURI 
Shoemakers Since 1874 






Boot and Shoe Recorder 





Post 
New 
cautio 
shoes 
or the 
leathe 
For 
now, 
day’s 
foot w 
an int 
plus t 
inas 
to cal 
exceec 
gear | 
are st 
almost 
water, 
been v 


propel 


The 
an act 
approv 
curren’ 
wax-tre 
can hu 
conduc 
ticable 
durabil 
ly 15¢ 
shoes 
greatly 

Initi: 
the Int. 
Leathe: 


accordi 


January 














0OT AND SHOE RECORDER 






JANUARY 1, 





bce of le leade 





POSTED on the mirror of a famous 
New York shoe store is the wintry 
caution: “Please don’t dry these 
shoes out—on or near the radiator 
or the furnace or the fire—because 
leather can’t stand that abuse.” 

For wintry days are here and 
now, when shoes deteriorate in a 
day’s wearing more than the normal 
foot work of a week or month. With 
an increasing shortage of rubbers, 
plus the possibility of being caught 
in a storm without them, it is well 
to caution your customers to take 
exceeding good care of their foot- 
gear in Winter. With shoes that 

‘are stitched aloft, the thread acts 
almost like a wick in absorbing 
water, particularly if the soles have 
been worn or the thread hasn’t been 
properly treated. 





ie 
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The treatment of sole leather is 
an act of conservation that has the 
approval of WPB and OPA. If 
current experiments with oil and 
wax-treated soles for women’s shoes 
can hurdle wear tests which will be 
conducted and can be found prac- 
ticable for large-scale operation, the 
durability and wear of approximate- 
ly 150,000,000 pairs of women’s 
shoes produced annually will be 
greatly improved. 

Initial experiments sponsored by 
the Interdepartmental Committee on 
Leather have been successful, and 
according to officials the difficulty 
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of using oil and wax-treated soles 
in cement constructed shoes, has 
been overcome. Such soles increase 
wear from 15 to 40 per cent. 

Use of oil and wax-treated soles 
in cement constructed shoes has 
been impracticable up to now due 
to the insecure bond in cementing 
the soles to the upper. This is due 
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to the loss of adhesiveness which 
results in the cementing of a wax 
or oil-treated material. The experi- 
ments utilized a method of fitting 
and cementing the leather outsoles 
before they are treated with oil or 
hot wax solutions. Past practice 
has been to apply the oil or hot 
wax before the fitting and cement- 
ing work was done. 

Under the new technique, the 
section of the outsole which is to be 
cemented is roughened and pyroxy- 
lin cement applied. The soles are 
then dipped in the oil or wax solu- 
tion. It was pointed out that with 
the better grades of leather now 
reserved for military use, results of 
the war tests will have an important 
bearing on the general quality of 
cement constructed footwear. 

The Interdepartmental Commit- 
tee on Leather is made up of rep- 
resentatives of the WPB, War and 
Navy Department, OPA, Department 
of Commerce and Department of 
Agriculture, and the Foreign Eco- 
nomic Administration. It has been 


in existence over 20 years for the ex- 
change of views on projected pro- 
grams for quality improvement in 
leather, development of leather sub- 
stitutes, and problems relating to 
operations of the shoe and leather 
industries. J. G. Schnitzer of the 
Department of Commerce, is Chair- 


man. 
* * * 


TO the soldiers and sailors who 
were former employees of E. P. 
Reed & Company, Rochester, New 
York—a greeting card, signed by 
all the Directors of the company, 
was sent with a tucked in five dollar 
bill, saying: 

“You've had ‘GI’ socks 

And a ‘GI’ hat, 

‘GI this and ‘GI’ that. 








So here’s some more Government 
Issue 

That old familiar folding tissue. 

It comes to you from your friends 
at E. P. Reeds’ 

With the hope that it will find 

You safe and well and happy 

At this holiday time.” 


* 7 * 


HERMAN FRIEDMAN of Scien- 
tific Shoe Fitters, Bridgeport, Conn., 
says: 

“Mothers and fathers in this 
tewn are going from store to store 
all worn out and discouraged, look- 
ing for children’s shoes. Our quota, 
although they are fair from the 
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year ago, and next year the child 
born today will need shoes, and 
this too must bé added to the total. 

“It is my opinion that the follow- 
ing adjustments should be made 
to overcome this situation that is 
fast becoming a health problem as 
well as a morale problem among 
the mothers of the nation. And be- 
lieve me, if you could sit in our 
store for an hour or two a day and 
see the look of despair on the faces 
of some of these mothers who have 








walked the town over with babies 
in their arms, looking and search- 
ing for a pair of shoes, you would 
understand why I add the ‘Morale.’ 

“First of all, the draft boards 
should give very careful considera- 
tion to the essential character of a 
shoemaker in a children’s plant. 

“Second, shoemakers should be 
classed the same as war workers 
and no man should be allowed to 
switch his job without a very good 
reason and then should have to 
wait 30 to 90 days before he is re- 
leased. 

“Third, the powers that be, who 
control the allotment of leather 
should step up the grades and 
widths of leather used in children’s 
shoes from size 6% infants to size 
3 misses’ and youths’, and to size 
6 on boys’ shoes. This would give 
the children longer wearage and 
reduce the number of pairs needed. 

“Fourth, children’s shoe manu- 
facturers should be given some 
kind of priority over women’s and 
men’s manufacturers in the matter 
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manufacturers’ standpoint based on 
last year’s purchases, are nowhere 
near enough to take care of the 
needs of the children of our city. 
This goes for any critical area 
wherein the population has in- 
creased two-fold, as it has here 
in Bridgeport. With this, the birth 
rate of the nation has increased in 
the last few years to such an ex- 
tent as to call for thousand more 
pairs of shoes than were needed a 





PLANNING AHEAD 


lane 





—Frank Faye, the comedian, tells 
this story: When he got his first 
real job, in a real show, his 
mother said: “Frank, why don't 

u begin to save some money? 
Fine save five thousand dollars 
a year, in ten years we might 
have a depression and you'd have 
fifty thousand dollars." 

—"That's all right," replied Frank, 
“but what would | do with the 
fifty grand if we don't have a de- 
pression?” 

—Cockeyed thinking is a human 
trait—and shoe men are human 
just like all the rest. 

—Of course we're all in a fog right 
now when trying to plan for a 
most uncertain future; 

—But the wise man will have some 
plans for both Depression and 
Boom. 

—And the advantage of that kind 
of planning is that we most likely 
will have a short depression and 
a long boom. 

—For it takes a long time to re- 
build a war-torn, shattered world. 

—And when there's building on a 
big scale, there's always pros- 
perity. 


Fb Tbe 


President 





of children’s shoe supplies, includ- 
ing the allotment of leather. 

“And last but by no means least, 
some kind of a set-up should be 
arranged so that children who need 
special shoes made for them, such 
as clubfoot shoes and special ortho- 
pedic cases could be handled with- 
out injuring the production of nor- 


mal shoes.” 
* a * 


MAJOR GENERAL F. H. Osborn, 
Director of the Services Division of 
the War Department, discovered 


that tight trousers was a complaint 
of some 40% of the soldiers. Thou- 





sands of questionnaires were dis. 
tributed among service men and, 
believe it or not, only one soldier jn 
eight complained that his shoes 
didn’t fit; whereas in the first World 
War this was almost a universal 
complaint. 


More credit to the fitting ma. 
chines, the fitting centers and the 
fitting skills that have made this— 
not only the best shod Army in the 
world; but the best fitted. That’s 
something for the book of good 
deeds credited to the shoe industry! 


+. * *~ 


ENDICOTT JOHNSON workers 
have finished work on a pair of 
shoes to be presented INS corre- 
spondent Richard Tregaskis, author 
of “Guadalcanal Diary,” a Book-of- 
the-Month selection. 


The Army dress oxfords designed 
for the lanky, 6-foot, 7-inch author 
are size 14B, twice the length of 
an ordinary foot and are on display 
in a local retail shoe store. 








Workers of the Fine Welt Fac- 
tory, who manufactured the 148B’s, 
share the limelight this week with 
employes of the Infants’ unit who 
went to the other extreme in craft- 
ing a pair of the smallest shoes ever 
turned out by Endicott-Johnson. 

In answer to a request letter from 
a Pennsylvania mother, factory 
workers styled and fitted the hard- 
soled baby shoes two sizes smaller 
than 0. They will be presented the 
child, who, though two years old, 
weighs only 7 pounds, 2 ounces, the 
size of a normal baby at birth. 
The little girl is 21 inches tall, walk- 
ing and in the best of health. She is 
normal in every respect, according 
to the mother’s letter. 

7 7. . 
JOHN J. ANDERSON, assistant 


superintendent of the Children’s 
Hospital in Washington, D. C., 


said the hospital found it “difficult” 
to find shoes for children in need 
of corrective foot care. “Something 
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must be done to alleviate this con- 
dition.” 

Crippled children are especially 
hard on shoes and wear out more 
shoes a year than crippled adults. 

January is a month dedicated to 
proper care and attention of foot- 
wear of people who are afflicted 
with injuries or illnesses that make 
locomotion difficult. Many a shoe 











merchant conducts a little private 
charity of his own in the fitting 
of cripple shoes and their neces- 
sary adjustments to shortened or 
malformed feet—as his contribution 
to the health and happiness of 
children. The great date of the 
month is January 30th, when the 
National Foundation for Infantile 
Paralysis Drive reaches a peak, 
with its tremendous slogan: “SO 
THEY MAY WALK AGAIN.” 


Footwear needed for infantile 
paralysis victims, young and old, 
is in itself a great opportunity for 
the industry to serve. If you are 
charitably inclined at the beginning 
of the year 1944, pay a visit to the 
hospitals or orphan asylums or the 
places where crippled children may 
gather and see if, in any way, you 
can be helpful. 

We have said it before and we 
say it again—one of the most god- 
like shoemen we ever knew was a 
gruff old shoe buyer in the City 
of New York. He was a tartar by 
day but an administering angel by 
night. His joy and delight was to 
hand-fashion, in the basement of 
his home, corrective shoes—often 
with the braces, etc. attached. And 
all of his good works were anony- 
mous. 

By these kindly deeds an industry 
might prove its heart of service. 


CANADA to increase shoe produc- 
tion! Plans to increase production 
of shoes for children by at least 
oe million pairs in 1944, have 
been worked out by the industry 
and the Wartime Prices and Trade 


Board, it was announced from 
Ottawa. To help reach objectives 
and at the same time maintain the 
quality of all types of shoes in pro- 
duction, the Price Board has ap- 
pointed two directors to the Foot- 
wear Administration. They are W. 
H. Briddlecombe of Toronto and 
Frank Millington of Montreal—who 
will act in an advisory capacity to 
the industry. 

“The service the Administration 
has been giving the shoe industry 
is being extended to help »manufac- 
turers maintain, or even better, 
the excellent record they have set 
in supplying a full quota of boots 
and shoes for both the armed ser- 
vices and civilian needs,” a Prices 
Board spokesman said. It is ex- 
pected the move will help manufac- 
turers maintain a steady flow of 
supplies to the market. 


Mr. Briddlecombe will be in 
charge of the Toronto office and 
Mr. Millington’s headquarters will 
be in Montreal. Mr. Briddlecombe 
is president of the Blachford Shoe 
Manufacturing Company of To- 
ronto, and past president of the 
Shoe Manufacturers Association of 
Canada. Mr. Millington is general 
manager of the Shoe Manufacturers 
Association, and has been liaison 
officer of the Footwear Administra- 








tion of the Wartime Prices and 
Trade Board since 1941. 


om * 7 


M. A. MITTELMAN of Cleveland, 
Ohio—in a WI1SHING mood—sends 
us the CREED by Ella Wheeler 
Wilcox: 








WISHING 
“Do you wish the world were better ? 
Let me tell you what to do. 
Set a watch upon your actions, 
Keep them always straight and 
true. 


Rid your mind of selfish motives 
Let your thoughts be clean and 
high 
You can make a little Eden 
Of the sphere you occupy.” 


* * * 


THE paper shortage is upon us. 
You notice it in the stock and the 
weight of the Boot AND SHOE 
Recorper. Paper, too, plays a part 
in the war. In fact, it packs a war 
punch. So share the printed word. 
Make each Boor anp SHoe Re- 
CORDER count. 
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“Frankly, Mr. Scrubb, I'm afraid you're going to find me pretty dull to work with.” 















Trained Sales Staff Helps Shoe Department) 
Meet Wartime Problems 


THE shoe department of the Blum 
store, Philadelphia, Pa., demon- 
strates how policies created years 
ago can help to stand off the chal- 
lenge of wartime problems. 
While many retail stores through- 
out the country are anxiously seek- 
ing for their shoe departments 
salespersons who have experience 
or even a slight knowledge of the 
industry, no such personnel prob- 
lem has confronted the Blum store. 
All the men and the one woman View of a show-case display at Blum’s 
who sell shoes at Blum’s have years shoe department, Philadelphia. 
of experience behind them. In fact, 
they are the group who made up 
the shoe department when the 
Blum store moved to its new loca- 
tion at 1300 Chestnut Street nearly 
16 years ago. These people have 
not been attracted to other occupa- 
tions because of high salaries 
offered. The average earning in the 
Blum shoe department equals and 
in many cases exceeds, that in 
manufacturing and war industries. 
The method of payment, that of 
salary, commission and bonus, is a 
flexible one, with the earnings of 
the ones aff oe os oie Staff of the department. Left to right: 
volume increases. During the past Louis Stands, Clarence Cecil, Louis Lip- 
year shoe sales at Blum’s have in- schultz, Jack Scheckman, Helen Snyder. 
creased over 100 per cent, and the 
same staff is handling the increased 
volume. 
Another reason why they are 
able to maintain an experienced 
sales force is because each sales- 
person has an individual clientele. 
By insistence on correct fitting and 
careful selling methods, each person 
of the force is assured a constant 
group of repeat customers. “We 
encourage this practice,” Jonas B. 
Goldman, manager of the depart- 
ment, reports, “because we find 
that it helps to weld excellent public 


relations and employee relations to- ae ; 
me Louis Lipschutz offers suggestions to a 
gether.” [TURN TO PAGE 66, PLEASE] prospective buyer. 
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SHOES MARK THE SOLDIER 


Remember that men's shoe promotion cam, 
paign of the “Roaring Twenties,” Seilt 
around the slogan “Shoes Mark the Man?” 
Well, they mark the soldier, too, as mil- 
lions of young Americans have learned, 
sometimes to their embarrassment, when 
they failed to have ‘em clean and shining 
for Saturday morning inspection. In this 
picture the soldiers are Chinese and the 
inspecting officer none other than the 
American General Stilwell. He's keenly in- 
terested in the fit, as well as the shine, for 
even under conditions of mechanized war- 
fare, an army is only as good as its feef. 
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CULMINATING in the Easter buying sea- 
son (Easter Sunday is April 9th), Spring 
business in shoe departments is expected to 
be very good. This extension of Ration Stamp 
No. 18 beyond October 31 and the fact that 
No. 1 Airplane Stamp is also available is 


giving many consumers the opportunity to 
build up a backlog of necessary shoes. It 
will also enable many women to provide 
themselves before Easter with a pair of real 
Spring shoes to round out their wardrobes. 
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IN} Outlook for the EASTER SEASON 


by ELEANOR RUTLEDGE 


Variety in Leathers to Take the Place of Variety in Patterns 
and Colors in the Promotion of Spring Shoe Styles. Concentra- 
tion on a Few Leathers Is Out of the Question 
This Year; So Make a Virtue of Necessity and 
Show All Kinds of Available Leathers in Your 
Ads and in Window Displays before Easter. 
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If you are going to meet this large demand for 
Spring shoes every pair of shoes in your inven- 
tory must be saleable. 

Style limitations have simplified your buying 
this past year. With fewer styles to select from, 
you have been able to concentrate on more sizes. 
Thus, in spite of quota restrictions, you have a 
better chance of fitting more customers than 
when you had more styles and fewer sizes. This 
fact plus increased demand should guarantee a Pts 
minimum of P. M.’s in your department. The A 
chief unfavorable factor is the tendency that still 
persists to “shop around.” Women do it; men 
do it, too. We don’t say that you can prevent it. 
But we do say that you can save a good deal of 
Precious time for both yourself and your sales 
derks by concentrating promotions on spread- 
ing the demand among a variety of leathers. 

For example, there is going to be a big call for 
patent leather this Spring. Thousands of women 
have always bought a navy blue or a black patent 

shoe for Spring. To them patent leather 
will be the only answer this year. But there 
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Closed toe, closed back, smooth leather tail- 

ored pump, softened with feminine orna- 

ment; from Franklin Simon. Tailored pump 

on low heel suggesting little boy’s dancing 
pump; from Lord & Taylor. 


probably will not be nearly enough patent leather shoes 
to meet that demand. What are you going to do about 
it? 
Spring promotions bring the idea of a variety of 
leathers to the minds of your customers. Take one 


Promotion is the only answer. With your first 


leather at a time, play it up in different advertisements 
and displays in relation to specific patterns to which it 
is best suited. Relate these shoes, in turn, to the Spring 
clothes with which they should be worn. The use of 
color is a striking feature in Spring clothes. This makes 
the restriction of shoe colors an asset. The black, brown, 
tan, and white shoes that you have to sell this year are 
the best possible accompaniments to clothes which will 
be a riot of blues, violet and fuchsia shades, gold, reds, 
light and dark neutrals. 


WHAT are some of these Spring leathers and the popu- 
lar patterns in which they are being used? First, there 
is patent leather. You won’t want to undersell your 
patent leather shoes, any more than you will want to 
sell nothing but that leather. Sling pumps, opera pumps 
end ankle strap sandals in patent leather are bound to be 
best selling patterns. Add to these, the perennial opened- 
up tie and the stepin combining patent leather with faille 
and you have covered the leading best sellers in Spring 
patent leather shoes. Lacking navy blue shees for navy 
blue costumes, women are going to think first of black 
patent leather. For prints and black dresses and suits, 
as well, they are going to want this leather. 

Then there are the calfskins and kidskins. Adaptable 
to many types of shoes, calfskins will sell best in tailored 
types. Closed toe pumps on wall lasts, trimmed or plain, 
look their best in polished calfskin. This pattern will 
be a number one favorite this Spring. On a medium 
to high heel it is adaptable to nearly every kind of day- 


30 








time wear. In black or brown it fits into the whole 
ready-to-wear color scheme for Spring. In brown or tan, 
calfskin should be promoted as very smart with navy 
blue. 

Kidskin in permitted colors has an important place 
for Spring in dressy opened-up pumps in smooth sur. 
face leathers. Crushed kidskins are ideal for the low 
heel casual oxfords which will carry on into Spring ip 
moccasin toe treatments and other types. White crushed 
kidskins have a special job to do this year in filling the 
need for white tailored pumps on wall lasts with throat 
trimming, and white oxfords, opened-up and somewhat 
casual in treatment like the tan crushed kids!in tie pie. 
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Stepin combining patent leather and faille 
in style adapted to dressier tailored Spring 
costumes; from Lord & Taylor. Spectator 
pump in tan calfskin with simulated tip and 
foxing, slated for continued success this 
coming season: from Saks Fifth Avenue. 


tured here. Pumps and oxfords of these types are ex- 
pected to sell well. Kid seudes will be big in white spec- 
tator pumps and dressy sandals. White is expected to en- 
joy an even bigger season than a year ago and retailers 
tell us from all parts of the country that they do not 
intend to be caught short as they were last year. 

In promoting Summer suedes you will concentrate 
especially on dress shoes, above all on ankle strap san- 
dals. These are certain to continue among the best sell- 
ing patterns on both high and low heels, on baby toe and 
round lasts. Black suede in casual types like the very 
low heel stepin shown here are high style and must be 
promoted with that idea. 

As to reptiles, you are lucky if you have any, espe 
cially the genuine skins. You will be able to sell them 
without any effort on your part. They are very much 
in demand and will sell in the simulated grains as well 
as the genuine. Fabric shoes are not expected to be as 
plentiful as in other years, because so much shoe fabric 
is being put into unrationed shoes. Unrationed shoes, 
[TURN TO PAGE 64, PLEASE] 
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THE SELLING OF ACCESSOR- 
jes IN THE SHOE STORE HAS 
ALWAYS BEEN AN ASSET, 
BOTH IN PROFITS AND PRES- 
E, WHEN ABLY HANDLED. 
DER SHOE RATIONING 
E ACCESSORY DEPART- 
ENT IS STILL AN ASSET 
EN YOUR BUYER CAN 
GET ENOUGH OF THE RIGHT 
KIND OF MERCHANDISE. 





Cases in the wall and under the glass-topped counter display a large 
number of handbags without overcrowding in this fection of Hanan’s 
(Fifth Avenue) accessory department. 


Accessory Departments Play Important Role 





Quality bags and jewelry make a decorative Christmas window 
at Frank Bros. Fifth Avenue store. 


Accessory departments in shoe 
stores have two special jobs to do 
this year—to bring extra sales to 
the store and to brighten up dis 
play cases and windows. Two out- 
standing accessory departments are 
at the Fifth Avenue stores of Hanan 
& Son and Frank Brothers. 

At Hanan’s the department is 
concentrating on two types of ac- 
eessories, stockings and handbags. 
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The success of the department is 
built on good value and helpful 
service. In a year when handbag 
prices have been sky-rocketing up 
and up, Hanan is selling both fab- 
ric and leather handbags of good 
quality at unusually low figures. 
This achievement has meant hard 
work on the part of the accessory 
buyer, Miss Sylvia Goodwii. Good 
handbags are increasingly difficult 


to get and increasingly easy to sell. 
In the selling of hosiery, a very 
personal service has to be done this 
year. With the stocking market as 
it is, the average customer needs a 
good deal of information about the 
Weights. 


lengths, prices, all have new as- 


hose she is buying. 


pects under wartime production 
and pricing regulations. 

At Frank Brothers jewelry has 
been added to the accessory depart- 
ment in recent months. To a con- 
servative store this is a radical in- 
novation, but Frank customers like 
the idea, according to Miss Sylvia 
Hamilton, accessory buyer, and the 
jewelry is selling well. Mexico is 
the source of much of it, but the 
styling has been done by American 
designers. Some pieces are made 
entirely of silver; others of an at- 
tractive stone simulating jade and 
set in silver. The jewelry is quality 
merchandise suitable to sell with 
quality shoes, handbags and stock- 


ings. 























Section of the Wetherby-Kayser luncheon lounge, which saves time for store 

staff. Left to right: Frederick V. Kayser, eating, Louise Carson, head of the 

hosiery department pouring tea for Harrison Baker, with Lucia Gallagher of 
the office coming in with refreshments. 


Your Customers Are Your Friends— 
GIVE ‘EM THE BEST YOUVE GOT 


PRESENT conditions of too many customers and not 
enough merchandise present no favorable time to use 
the overworked phrase, “There’s a War on You Know,” 
as a thin excuse for sloppy or indifferent service to 
one’s patrons. Right now is the time to build business 
for the present as well as for the post-war period. 

For a shoe man, there is only one way to do this: 
Give especially careful store service. No IF’s, AND’s 
cr BUT’s. Be particularly careful, in handling every 
person who comes into the store, to see that none goes 
away dissatisfied. 

This is not merely nice talk or fine platitudes on 
business. It is the actual experience of an old estab- 
lished shoe firm which intends to stay in business 
through the good-will of its customers. Wetherby- 
Kayser is now giving better store service than ever 
before. Inner-store morale is at its heighest peak. 

Labor conditions in Los Angeles with relation to 
shoe store employees are about the same as elsewhere. 
There are still good salesmen and women to be had 
if the working conditions and remuneration are at- 
tractive—shoe fitters who do not have the “take it o1 
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by HARRISON A. BAKER, 


Vice-president and Treasurer, 
Weatherby-Kayser Shoe Stores in Los Angeles and Pasadena. 


leave it” attitude in this era of too easy selling, even 
though they are on a commission basis. 

Persons who trade in the Wetherby-Kayser stores 
are not considered merely customers, but are friends 
of the store, and as such are entitled to expert and 
intelligent service. In this long range view of doing 
business, a new been added—one that, 
instead of costing the firm money, is actually making 
firm friends for the house, as well as actually produc- 
ing added revenue. 

What was once an evening slipper department on 
the main selling floor is now a complete service sta- 
tion. Working here is a first class shoe fitter, J. M. 
Staley, who has an extensive knowledge of foot anatomy 
acquired in his 18 years of shoe fitting experience. 
His job is to lend assistance whenever the store’s regu 
lar sales force may be faced with a difficult situation. 

[TURN TO PAGE 48, PLEASE] 


service has 
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Now is the Time to BUILD BUSINESS, Both for 


the Present and the Post-War Period. Pains- 
jaking Service and Complete Satisfaction for 
Every Customer Provide the Best Tools for Any 
Shoe Store Which Is Looking to the Future. 


Above: John Bradley, center, manager of men’s depart- 
ment, has called in the foot expert for consultation. The 
foot man is giving the customer his opinion on the type 
of shoe which will give the utmost in comfort. Left: 
J. M. Staley, a shoe fitter with an extensive knowledge 
of foot anatomy, who has charge of the fitting service. 


Below, lejt: Taking the foot print of a customer, to show 

pressure points, thus giving a clue to possible need for 

correction. Below, right: Explaining the significance of 

the foot print, enabling the expert to demonstrate the 

condition of the foot and point out corrections which 
may be necessary, thus assuring foot comfort. 











Quality jewelry, new 
department at Frank 
Bros., New York, is 
attracting good busi- 
ness, according t 
Miss Sylvie Hamil. 
ton, accessory buyer. 
It gives color and 
variety to their cw. 
rent window displays. 





Left above—The “old woman who lived in a shoe” rejuvenated 
herself and, despite WPB restrictions, remodeled her home. 
She then got herself and her abode installed as part of this 


clever window at Boyd-Richardson department store, St. Louis. 


Above—Jordan Marsh Co., Boston, put over a big message a 
small cost recently with this window suggesting “Shoe Needs”. 
Eighteen-inch sketches on the rear papered wall depicted almost 
every use for sport and utility shoes by today’s modern miss. 
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oe | Windows in a Wartime Winter .. . 


JESPITE rationing, style restrictions and scarcity of a holiday atmosphere. Shoe stores, finding shoe stocks 
materials, current windows of shoe stores and shoe difficult to keep complete, are stressing accessories in 


departments are far from dull and uninteresting— their displays ; these always make attractive, compel- 


witness those shown on these pages. Display men are ling windows. lending color which may be lacking in +i 


exhibiting an ingenuity and inventiveness which is sat- the shoes these davs. And display men have learned ” 
“= . . . . ~ .> ~<a * s - F t 

isfying, and—more important—which is making the the lesson of simplicity—which, doubtless, will ca 

ry, new windows so attractive that they are excellent advertise- 

t Frank ments for the store. 


York, is : s = ae 1 . 
d busi. Christmas windows were festive, though necessarily 


over into post-war displays. 


ing to subdued; clever use was made of colorful boxes to lend 
Hamil. 
buyer. 
or and 
pir cur. 
lisplays. 












| Above--The shoe salon at Dalton’s, Baton 

Rouge, La., featured “Names you know: 

thoes you love” against a background of 

skyscrapers in this display which appeared 

recently. The clever sloping center panel 

focuses attention on the shoes shown 
upon it. 











Right—A Christmas shoe display by Bond 







qu Stores, Inc., St. Louis, this window was 
. designed by David I. Estes, display man- 
st “ger of the store. Shoes are arranged in 
5. 






@iractive groups, designed to attract the 
attention of passers-by. 
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Goop hosiery business, these days, 
does not just go on by itself, as it 
did before all the manifold effects 
of wartime regulations governed mer- 
chandising and selling. Right now 
it takes careful buying, skilful pro- 
motion and good salesmanship to 


maintain sales volume in the hosiery 
departments. But 
factors in 


these three im 
portant merchandising 
can still be made to pay dividends 
when you study the sales figures for 
hosiery in relation to profits for the 


past twelve months. Hosiery is still 








ne 


siery 

im- 
ising 
lends 
s for 
r the 

still 








among the ten best store money 
makers, and this in spite of the 
myriad of troubles which have beset 
the hosiery business since we en- 
tered the war. 

Sheer rayon stockings are still the 
most important single item in 
women’s hosiery. But the average 
store stock of hosiery during the past 
year has been more widely diversi- 
fied than ever before, and the type 
of promotion utilized \has constantly 
stressed the variety in hosiery types 
for various types of costumes. The 
variation in occasion types is not 
a new fashion. For several years 
emphasis was various 
weights, in silks, cottons and 
later in nylons. Whether this was 
measured by thread or denier mat- 
tered little, the comparative sheer- 


given to 


ness or heavy weight was the story. 

There was so little color variation 
in stockings suitable for evening 
Wear, sports wear, town wear, that 
the average woman ended up by 
wearings the same sheer stockings, in 
the accepted seasonal shade, for 
every possible occasion. In spite of 
what the fashion leaders told them 
was suitable, women went right on 
wearing these sheer chiffons night, 
noon and morning. They totally 
ignored fashion dicta to the effect 









































that the sheer stockings should be 
worn only with their more formal 
costumes. 


Hosiery Wardrobes 


But the introduction of new fibers 
and new hosiery textures because of 
wartime has literally forced women 
into adopting other stockings to 
augment their stock of sheers. It is 
no surprise to see a woman buying 
two pairs of rayon mesh, two pairs 
of heavier cotton mesh, two pairs of 
plain lisle (when she’s lucky enough 
to find them) and possibly some of 
the new lace stockings. 

After alk these women are wear- 
ing several types of shoes today (in 
spite of rationing) not just three 
or four variations on the same shoe 
theme. The average woman has a 
welt shoe, a dress pump, a play shoe 
or casual, a tailored town model and 
a formal evening or after-dark shoe. 
With her welts she has learned to 
wear heavier type stockings, cotton 
mesh, plain lisle, heavy denier 
rayons. This is extremely important 
to the shoe trade and possible future 
selling of construction type. 

For twenty years, while sheer 
stockings became more strongly en- 
trenched, and other weights lan- 
guished in store stocks, women be- 
came more insistefit.upon the types 
of lightweight shoe constructions 
they wanted. The sad trath is that 

[TURN TO PAGE 66, PLEASE} 














Below—Vast crowds lined 
Chicago’s State Street for 
American Legion’s recent 
memorial ceremonies at the 
recent opening of Four Free- 
doms War Bond Show. The 
Show was presented in Chi- 
cago by Carson, Pirie, Scott 
& Company. 


Below right—Real leather 
into synthetics. Oobblers at 
Randolph Field’s salvage 
depot carefully save cuttings 
from the repair of G. I. 
shoes. The leather scraps 
are broken down chemically 
into the basis for synthetics 
useful in war production. 


SHOE NEWS 
PICTORIAL... 


Left—Down Los Angeles’s Mexico Way, shoes grow on 
trees and no ration coupons are required. Rosemary 
La Planche and Pvt. Winters stop at the Huarache. 
Heaven and try a pair on Rosemary’s famous feet. 


This young Chinese, Lee Chow, was one of a number of Chinese who 
were liberated from Japanese domination when U. S. forces drove 
the Japs from their Pacific isle. Lee has “adopted” the U. S. Army 
and is extremely proud of his G. I. shoes. His method of cleaning 
them is a little unorthodox—he takes a bath along with them. 





Right —Something new has 
been added to wartime shoe 
styles, making them practical ig , 
or women engaged in war : i nag a ee 
Ces Here are two views of re , ms gee ee i eid 
a group of shipyard workers at 
Todd’s shipyards: above: wear- 
ing steel-capped safety “canal- 
boats” during working hours; 
below: in their dress shoes, 
worn while going to and from 
work. 


Below—A native boy in Sicily 

wears the shoes worn by moun- 

tain inhabitants. They are fash- 
ioned from old oute tires. 


Anthony H..Geuting of A. H. Geuting 
Shoe Co., Philadelphia, cuts a 40. 
pound birthday cake at a party given 
him by 260 employees of the store. 





Lef{t—Fashion changes 
don’t worry S/Sgt. 
Grace V. Brown, sup- 
ply sergeant of Har- 
mony Church WAC 
Detachment of the In- 
jantry School at Fort 
Benning, Ga. 









by PATRICK A. MORGAN 


It's Time to Take Stock of Your. 
self and Your Business in Order to be 
Prepared for the Changed Condi- 
tions Which Will Prevail When Peace 
Comes. Returning Service Men and 
Women Will Have Definite Shoe Pref. 








Thé shoe man must impress on the customer that 
baby’s shoes are vitally important to future foot 
health. 


POST-WAR planning in the National Scene is fol- 


lowing rapidly in the footprints of our victorious armed 
forces. Peace may yet be obscured by the Eastern 
horizon but the space of time before the Peace may 
well be utilized, by forward thinking American busi- 
ness men, in planning a smooth course through the 
vast upheaval of a changing world. 

Radical changes have followed each other since the 
beginning of time. The man who has his house in 
order and has met them adequately is least affected 
by them. Shoe dealers who heeded the trend of events 
before shoe rationing are weathering the storm cheer- 
fully if not in absolute serenity. Those who refused 
to heed warnings are loudest in their complaints of 
national inefficiency and conflicting regulations. Never- 
theless, all of them started out on an equal basis. The 
difference in position now can be defined as the re- 
sult of forethought or the lack of it. 

Today we stand or fall by the quality of our previous 
planning. Tomorrow will be the same as will all 
of the tomorrows. Honestly, now, have you given 
any thought to what returning to normal will mean? 
What will the soldier, the sailor, the marine or the 
pilot want when he sheds his war attire? What of 
the housewife when she returns to her kitchen? And 
the hosts of other war workers when they again swing 
into normal activities? What will the WAVES be 
seeking? And what will the WACs don when they 
slip out of their khaki? 

Your guess is as good as mine, but I'll venture a 
prediction that the khaki clad will want anything but 
khaki. Those who have been confined to one color 


will run the gamut of colors in a rainbow hue. Don’t, 
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ences and Decided Shoe Needs. 
Will You Be Able to Meet Them? 


Consider the sizes which are most in de- 
mand new, and plan your stocks accordingly. 




















of course, throw away all your tan shoes; those who 
have been confined to black will want tan, white and 
combinations. Remember, before the rubber squeeze, 
when I asked you to put your house in order? Did 
you? I also asked you to be ready for shoe ration- 
ing if it came. Were you? 

Now let’s forget all the mean little things we might 
like to say about the powers that be and spend all 
that energy, thought and time in planning for our 
tomorrow. What greater value can-we give to the 
things we are doing today, than to plan for the com- 
fort, convenience and satisfaction of our returning 
clientele. 

Of one thing we may be certain: regardless of high 
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TIMELY TIPS 
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PLAN NOW FOR YOUR 


style or radical tendencies, our foot-conscious friends 
we going to demand correctly fitted comfortable shoes. 
Once having experienced freedom from foot discom- 
fort they will not long tolerate a misfitted shoe. Con- 
sant walking and standing has widened may feet. The 
comfort of broad toes will not be given up without 
a struggle. Style will be of paramount importance, 
but it must be governed by lasts that will avoid the 
pains of reformation. Feet will have to be fitted as 
vf today and not as of yesterday. A new set of stand- 
ards and rules will hold sway. Old size records are 
already obsolete. 

Even those who were released from the armed forces 
immediately ~ after completion of basic training find 
they cannot wear their old lasts with any degree of 
comfort. This change in foot alignment is so wide- 
spread, because of today’s occupational changes, that 
we must constantly measure and re-measure the feet 
we fit in order to carry on the traditions of our pro- 
fession. We must constantly teach newcomers to the 
field how to meet each problem as it arises. We must 
teach the customer why his last size must be changed to 
conform to his newly developed foot. And why, if 
he must have a much narrower toe, he must make 
allowance for the change if he would have foot com- 
fort. 


Style will be all-important to women return- 
ing from service, but foot needs must be 
considered. 











ON FITTING FEET 





CHAPTER Xill 


POST-WAR CLIENTELE 


To do otherwise would be to invite the customer 
to go elsewhere for his next pair when he experiences 
the inevitable discomfort that would follow so radical 
a change in shoe lasts. Feet that have carried over 
the rough terrain of foreign lands a 50 per cent greater 
weight than usual will not shrink back to their former 
size. They must be fitted and refitted as they adjust 
themselves to lighter tasks. Not being versed in foot- 
lore, great numbers of our customers and friends will, 
of course, be bewildered by the maze of ‘must’ and 
‘must nots.’ It is our problem and our duty to en- 
courage their thoughtful attention to fitting details by 
patient understanding and helpfulness. Thus may our 





Your customers who have been in service 
will veer away from regulation types in 
their civilian preferences. 


appreciation and gratitude be shown for the job they 
accomplished. To these who are making the painful 
readjustment to normalcy, we may be of inestimable 
aid, in guiding their paths through foot comfort and 
helpful advice. 

Millions of new families will proudly exhibit their 
first-born for a fitting without benefit of coupon. It 
is our privilege to preach that a baby’s first pair is 
just as important as his second or third or fourth. To 
keep these and their future brothers and sisters free 
from foot trouble is our duty. Our reward will be 
the laughter of American youth, free from the dis- 
comfort of foot trouble. 

Is this worth planning for? 
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DRESS-UP shoes come in for con- 
siderable attention in recent ads, 
indicating that, even in wartime, 
women wish to look their prettiest, 
whether they pay little or much for 
The Guarantee (San 
pictures seven ways to 
have “Glamour at your feet in Siren 
Suedes. .. . Dark bewitching suede 
that looks alluring and becomingly 
decorative at the foot of glitter- 
topped dresses for festive evenings 

. elegant with dressed-up suits 
. . » patterned along the captivating 
lines that make any foot look ir- 
resistibly small and pretty. Choose 
suedes for drama. . 


their shoes. 
Antonio) 


. to cloak your 
















effective ads. 


by R. E. ANDRUSS 


every step in beauty . . . and you'll 
walk with the willowy grace of an 
enchantress, certain of your 
charm!” ($12.95 to $18.95). In 
another ad the same store features 
five suedes “Designed for a long 
look of approval . . . of lovely sleek 


black 


lighter, carefree occasions . . . 


suede footwear for your 
when 
you want to look feminine and 
pretty . when you want to be 
specially admired . . .” ($6.95). 
In San Francisco, Roos Bros. an- 
nounce new “Personality pumps. . . 
they’re the festive something you’ve 


been looking for . . .” (D’Orsay and 
sling pump at $8.95). Volk, Dallas, 









DRESS-UP SHOES COMPETE 


says, “Any month in the year, sling 
pumps and sandals will take you 
places—dressing up your feet to 
gala occasions; making them look 
their prettiest.” ($7.50, three styles 
sketched). Stevens, Chicago, calls 
slings and anklets “Afternoon and 
after shoes . . . that capture the 
mood of glamour. Frivolous, flir- 
tatious, they'll sweep you off your 
feet with their scintillating gaiety. 
Right for your lightest moments, 
your latest hours.” ($15.50). Also 
in Chicago, Marshall Field and 
Company present, “Night witchery 
in sleek black suede . . . peeping 
toes and high slim heels, charming 


Polished leathers, suedes and patents are featured in these four 
Notice how an attention-getting layout and an at- 
tractive illustration can be used to produce an outstanding ad. All 
of the types shown are dress-up shoes, suitable for street wear 
as well as for more formal occasions. 
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IN MID-SEASON ADS... 


Even in Wartime, Women Want to Look Their Prettiest, and 


Current Shoe Advertising Offers Plenty of Merchandise to 


Keep Them Satisfied. Shoe Retailers Are Continuing to 


Advertise Heavily, Notwithstanding Shortages of Stocks 


bracelet straps and  betwitching 
bows. . . . All here—in alluring 
black suede to make pretty imprint 
on Chicago evenings. Skillfully 
crafted, beautifully fitting—nice ex- 
change for coupon 18.” ($12.50). 
Geuting’s, Philadelphia, does a 
“Dress-up version in a Ration-Free 
at $6.95. . . . Cast your cares to the 
winds about using your precious 
coupon on those frivolous pumps 
you've been yearning for. -These 
gabardines with gay accordion bow 
are the answer to your coupon- 


conscience. With the new plastic 


Two of the ads below feature calfskin; Miller — 
& Rhoads terms their “Polished Calf,” while 
Frost Brothers uses the term “Ebony Calf.” 
Adrian, Inc., offers jet ornaments to lighten up 
the mat surface of black suede. 


soles that wear and wear, and built 
on your regular Castilian last for 
that good Geuting look.” 

Call them as you will—Baby 
Dolls, Baby Halters or Dollettes— 
they’re in the ad-news. The Fashion, 
Houston, says, “Dollettes have a 
talent for making your feet look 
smaller and lovelier . . . young in 
spirit . . . designed to give you the 
naive round-toed look of a small 
child. Shoes that make your foot 
look tiny and lovely . . . shoes that 
represent quality and wear at it’s 
highest.” (Pumps and anklets, 
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$8.95, $12.95. Steel buckles, $7.50). 

Rich’s, Atlanta, exclaim, “Shades 
of our dancing school days! We're 
. - Remem- 
ber the little ankle strap slippers 


you wore for Sunday best or for 


back to Baby Halters. . 


dancing class?. They're here again 


— refreshingly 


contrast to your sophisticated din- 
ner dress.” ($9.95, $10.95). Gude’s, 
Los Angeles, says, “Baby Dolls . . . 
taken 


continued popularity has 


these charming snub-toed shoes out 
. the little-girl 


of the ‘fad’ class . . 
[TURN TO PAGE 65, PLEASE 


~~ 


buy! 
Rr —- 
: iS Bee ee Ge 
4 






























naive — wonderful 


] 








on - 
- =y ae i a ae, ees 









































BOoT AN D 


SHOE RECORDER 





Whe Ettites Critlook. 





or ARTARER 8. 


The Year 


FEWER shoes, fewer sales! As the shoe trade steps 
into the New Year, with slow and measured tread, the 
business becomes a restricted, restrained and regulated 
part of the war machine. It is about the only apparel 
industry that is in a straightjacket at the point of retail 
sale. We are not in a rebellious mood at rationing and 
regulation, but we are still conscious of the fact that 
shoes have a responsibility to the public and that shoes 
have been pushed about a little more than any other 
article of wearing apparel. 

There has been a little too much of the feeling that 
civilian footwear of all kinds can be made from the 
poorest stock and that the public will accept it—come 
what may. But there is such a thing as making. shoes 
out of such sleazy, soft and spongy materials that there 
is no real wear in the final product. The idea of mak- 
ing things better and better because the need is for 
better and better footwear, is one of these tenets that 
has been kicked around for want of a realistic outlook. 

You can’t go on making boys’ shoes with soft belly 
leather soles because that is only a waste of materials, 
time, effort, transportation and money; for in a week 
or two those shoes are in the repair shop, awaiting a 
better sole, no matter what it costs. Far better to face 
the reality of sole leather and to put on Commando 
Soles for the compositions at least have more wear 
hours—with all their faults of marking-up the floors and 
general over-all appearance. It wouldn’t hurt to fight 
for a little better mixture in the composition soles so 
that the staining and marking fault might be corrected 
and it is obvious that these corrections will be made in 
due time. 

There certainly is opportunity for salesmanship in 
stores on the subject of composition soles. The apolo- 
getic approach is not the way to encourage an ac- 
ceptance of their better-use-value as soles. Some of the 
makers of high-priced men’s and boys’ shoes have 
howled to the high heavens against substitute soling 
composition counters, etc., but there should be no class 
distinction. The scarcities warrant a universal approval 
and acceptance of a spirited promotion of the new soling 
materials. 

So much for that. Continue to keep your fingers 
crossed because, if the American public actually knew 
the true situation in the children’s shoe field, they would 
go through the stocks of every store in the country 
like a swarm of locusts. As long as the general public 
doesn’t get wind of the extreme scarcity of children’s 
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ANDERSON 


of Reality 


shoes, we are in a position to correct the situation 
before it gets intolerable. When a comparatively small 
children’s shoe store is compelled to give customers 
numbered slips, it’s a sign that there is both a shortage 
of manpower and a shortage of sizes; and that the mer- 
chant is sparring for both time and shipments. 

We have said it time and time again, that something 
drastic has got to be done to insure an adequate supply 
of children’s shoes and the Spring outlook is certainly 
not promising for merchants who feel a responsibility 
toward the children of their community. An allocation 
of good leather and an essential classification of chil- 
dren’s shoemakers, and even a few inducements, priori- 
ties and definite aids should be made right here and 
now, before the Spring deluge. 

General retailing of men’s shoes is slowing down, but 
that’s to be expected when ten million active shoe wear- 
ers are now getting G.I. shoes from Uncle Sam. Many 
men are beginning to rewear shoes out of closets so 
that the family ration coupons can be used by women 
and children. If it wasn’t for the factor of increased 
walking, the men’s shoe business would be measured 
by sole-wear alone. The mere fact that millions of 
automobiles have fallen into disuse has definitely in- 
creased the walking hours per man, per mile. 

The women’s shoe business, the bulwark of profitable 
operation at retail, is still in healthy shape. But a 
bulge of demand at Easter will put many a shoe store 
out of the size and service business. The next 100 days 
will tell. 


* * 7 


ALL-OVER vs. QUICK INVENTORY 
SPEAKING about sizes, the OPA inventory of two 


hundred million pairs of shoes on merchants’ shelves 
needs a little bit of realistic examination. A pair of 
shoes on the shelf is not like a pound of sugar on the 
shelf. The complexities of sizing to fitting change 
with the national mass inventory considerably. In 
fact, if the truth were known, a two hundred million 
pair all-over inventory is more like 150,000,000 pairs 
of shoes for direct and immediate sale. In other words, 
you must have the sizes on the shelf to fit the variable 
and individualistic foot. 

Customers with extremely narrow feet or end size 
needs are already finding great difficulty in getting a 
wanted size and fitting. One far-sighted shoe manufac- 
turer made a careful study of consolidated size charts, 
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mouth by month, for a year. He discovered that mer- 
chants were buying middle and salable sizes and 
eliminating the AAAA and AAA and end sizes gen- 
erally. So he rearranged his instock department, mak- 
ing it strong on the end sizes and practically empty in 
the middle. Then the merchant would tell his customer 
that the unusual size would be available a week or ten 
days hence, out of factory supply. That manufacturer’s 
business in the past was largely in the hard-to-fit end 
sizes and he knew that over the long run, the customer 
with an unusual foot was a permanent customer whereas 
the average foot might go anywhere. He was thinking 
in terms of his post-war trade even though the mer- 
chant might overlook, at the moment, that more diffi- 
cult yet consistent part of his business. _ 

If the U. S. Army feels it necessary to have a backlog 
of four to six pairs, all the way from the cutting room 
to the depot—how much more necessary it is for the 
civilian over-all inventory to have fed into it a con- 
tinuing stock of shoes to maintain a gocd fitting posi- 
tion in every shoe store. 

So you see, two hundred million pairs of shoes in 
all-over inventory is reduced to 150,000,000 pairs in 
quick inventory, and with 126,000,000 customers in the 
market for shoes before the May 1 ration allocation 
date there is something to be considered realistically— 
even though replacements go into the trade at the rate 
of 25,000,000 pairs per month. 

- 


HEALTH AND THE SHOE STORE 


WHEN a shoe store closes up shop at 12 o’clock noon, 
to resume at 1 o’clock, it is insuring to all the em- 
ployees a regular meal, at a regular time. For years 
one of the nervous afflictions of shoe store employees 
has been the erratic lunch periods, governed by the 
flow of traffic through the shoe store door. The health 
of the worker, even in the shoe store, is important to 
the service effort of that organization and in the past 
few weeks the colds and flu have cut work time to the 
lowest spot within the memory of merchants. 

Some of these things can’t be helped, but it is a wise 
merchant who uses every precaution in the protection 
of both customers and clerRs. Some merchants go to 
the extent of supplying vitamin pills as a daily builder- 
upper. 

The Winter has still months to go. Tell both clerks 
and customers to keep their feet warm and dry because 
wet and cold feet are a contributing element. See to it 
that fatigues are at a minimum and use every caution 
to conserve health. In some few cases there have been 
clerks who have taken advantage of the general let- 
down, by some malingering under the excuse of colds 
and flu. That’s a trivial incident in shoe stores, although 
investigation has found it to be quite prevalent in 
department stores. 

There is no way of measuring the millions of hours 
of lost time that can be directly attributed to colds and 
flu and Winter incapacity. It even cuts into shoe pro- 
duction. The December output was lessened by many, 
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HIT AND RUN CORNER 


To the Editor: 

“War veterans, over-age, are being discharged now. 
This is post-war for them. Now, where will they find 
a job? 

“Small business holds the key to jobs for six mil- 
lion soldiers and six million defense workers. We 
can absorb the fighting men and workers in the pre- 
victory and peace era if permitted to live a life of 
free endeavor. Who else can? So let’s throw poli- 
tics and politicians out and concentrate on country 
first and let business gain the respect of the whole 
nation. 

“Many plants are getting fewer contracts. Defense 
workers will soon be out of jobs. It will be post-war 
for them, too. If 100 veterans were at your door 
every morning begging for a job, when you arrived, 
could you supply them? Could you give them a 
job? They want a job, not a bread line. They don’t 
want dole. They want a private enterprise job. The 
salvation of this country can only be accomplished 
by intelligent planning and a program now by all 
American business executives. It is not a question 
of being a Democrat or a Republican or a Socialist. 
It’s country first. Jobs, Security, Business profit. 
Direct taxation has killed all politics for years to 
come. Direct taxation will demand the strictest of 
economy. The cupboard is bare. Let all business 
leaders now assume a National leadership place for 
business only can sustain the national economy. The 
recent false prosperity built up on borrgwed money 
will shortly bring about great disillusionment. The 
pipe dream will be over for millions. 

“Small business will feel it—and how! Although 
we represent a majority, we are a majority without 
representation.” 

RAYMOND TWYEFFORT, 
620 Fifth Ave., New York City 





many thousands of pairs by this epidemic alone. 

A man at work plays an important part, not only in 
the war effort but in the shoe effort. Normally we have 
approximately 200,000 workers employed by the shoe 
industry. In the month of October, the records show 
only 177,000—a decrease of a little less than 1 per cent 
from the previous month. As the months go by and 
the demand for married men for the Army and Navy 
continues to drain the work ‘forces of America, we can 
expect less and less shoemaking. Output for 1943 may 
show a full 10 per cent decline when the total records 
are in because the loss in pairage was a full 6 per cent 
for the first 10 months. 

Men’s work shoes declined 15 per cent. Men’s dress 
shoes, 20 per cent; misses and children’s shoes dropped 
22 per cent; women’s shoes, 12 per cent, and infants 
shoes decreased 2 per cent. Youths’ and boys’ shoes, 
however, showed an increase of 13.5 per cent and all 
fabric, non-rationed shoes showed an increase of 437 
per cent during this period. a 

That shows you the importance of a man and a 
woman at work, in useful making of shoes and other 
commodities sold over the fitting stool. Every hour is 
a precious hour. 
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OTHER PEOPZLE’S IDEAS 


Stores Refuse Exchanges 


Detroit shoe dealers united in a new 
policy of self-protection, barring ex- 
changes of all types. Policy is clearly 
shown to all customers, with a large 
sign in stores, “SORRY. NO EX- 
CHANGES ANY TIME.” 

Rule is being enforced in all major 
stores, and is designed to meet the 
situation which has developed from 
the general inability of manufac- 
turers to accept exchanged shoes un- 
der rationing, unless they are factory- 
damaged. Retailers are not able to 
take the loss of ration currency on 
them, and are forced to refuse all ex- 
changes. 

This applies even in cases of a cus- 
tomer who is misfitted, as the retailer, 
even though the mistake may have 
been made by his employe, is not able 
to replace the shoes, and cannot give 
ether shoes without a new ration 
stamp or certificate. 

* a aa 


Ads Increase Confidence 
In Sales Staff 


Something new in retail shoe adver- 
tising, designed to increase public con- 
fidence in its sales staff and to make 
the store better known as an institu- 
tion, .was inaugurated recently by 
Pidgeon’s in Rochester, N. Y., in a 
series in local newspapers. 

Each advertisement had in it a 
photograph of a different member of 
the staff along with his opinion, in edi- 
torial style, of the quality of the foot- 
wear and services that are offered, 
with special emphasis on good fitting. 

The advertisements, run at inter- 
vals through the Fall season, were 
brought to a close with a large adver- 
tisement made up of a composite pic- 
ture of the others. 

* * 7 

“Black Elegance”—-Frost Bros. San 
Antonio, Tex. 

* * 


Take Care of Shoes 


The Weick Shoe Store, Plymouth, 
Ind., is emphasizing the importance 
of taking care of the shoes available 
during wartime, with six major points 
in their promotional plans: “1. Buy 
Good Shoes! 


2.. Polish Regularly! 
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3. Use Shoe Trees! 4. Alternate Pairs! 
5. Use a Shoe Horn! and 6. I? Wet 


Keep Away From Direct Heat!” 
* * + 


Booklet on Children’s Footwear 
F. E. Foster & Co., Chicago, who are 


well-known throughout this area for 
their children’s as well as _ their 
women’s shoes, have issued a six-page 
booklet on “Childhood’s Tender Feet.” 
Written by Carl Burgstahler, presi- 
dent, it gives accurate, sensible and 
scientific information to the young 
mother regarding the purchase of her 
child’s footwear. Drawings and photos 
illustrate each page. The booklet is 
enclosed with packages and serves as 
a reminder that Foster shops will fit 
small feet properly to protect their 
correct growth. 
* * * 


Feminine Accents in 
Shoe Window 


To bring attention to a display of 
women’s shoes, Hubert W. White. 
Saint Paul, Minn., added colorful 
feminine accents to the window. A 
scarf was opened and spread on the 
floor at one side; fancy bottles of per- 
fume and table ornaments, in rich 
blues and Chinese reds, were placed 
at odd points. 
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Moccasins, favorites of the school and 
college crowd, and ideal for sports 
wear, were featured in this ad re- 
cently by Wilbar's in Boston, Mass. 
These had hand sewn vamps. 


These spots of color brightened the 
showing of shoes which were mostly 
russet, with an occasional black. 

The store is located in the First 
National Bank Bldg., and the window, 
which is on the arcade leading 
through the building, is passed by 
thousands of persons daily. 

* * * 


“Ankle Appeal . . . Blum’s Shoe 
Exclusives’—The Blum Store, Phila- 
delphia, Pa. 

* * * 
Stress Better Service 


Although shoes are rationed, service 
should be better than ever, accordihg 
to Byron Wise, assistant manager of 
the shoe department at Best’s Apparel, 
Inc, Seattle. 

At Best’s the salesmen try to spend 
sufficient time with each customer so 
that when she leaves the store she will 
be satisfied with her purchase as to 
fit, color and style. 

That this theory has brought results 
is indicated by the fact that, according 
to Mr. Wise, exchanges have dropped 
to at least 50 per cent. 


+ * + 
Radio Talk Gives Shoe Advice 


The excellent cooperation which 
Detroit shoe merchants have been able 
to establish with local civic groups is 
well exemplified in a recent radio talk 
sponsored by the Detroit Better Busi- 
ness Bureau, under H. I. McEldowney. 
manager. Talk, which runs about six 
minutes, is directed straight at the 
war workers who are the important 
people of Detroit today. 

Advice on types of shoes, and how 
to buy, on assuring proper fit, and on 
possible special conditions which 
might result in “wartime wear,” not 
“defective shoes,” was given. Mr. Mc- 
Eldowney’s talk then went into details 
of how to buy. 

Nearly half the talk was given to 
the care of shoes—on polishing. shoe 
trees, care when special conditions as 
mud and snow or rain are encountered 
—things that the war worker tends to 
forget in these busy days, and that 
need repetition to keep the shoe men’s 
customers satisfied and served effi- 
ciently. 
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There may be nothing about the outward appearance of 
these shoes to suggest the similarity which is so cleverly 
concealed in their construction. Yet all thfee shoes have 
the same factors in common—the ARCH PRESERVER 
scientific features.* Wright, Selby and Green — exclusive 
manufacturers of ARCH PRESERVER SHOES—are recog- 
nized as leaders for quality shoes in their respective field. 











For men, women and-children, the name ARCH 
PRESERVER stands in a classification of its own—one 
that promises greater comfort and longer wearability. 


* Patented “arch-bridge’”’; flat innersole; metatarsal support; heel-to-ball fitting. 


ARCH PRESERVER SHOES 


For Men For Women For Children 


E.T. WRIGHT & CO. SELBY SHOE COMPANY GREEN SHOE MFG. CO. 
Rockland, Mass. Portsmouth, Ohio Boston, Mass. 


Be as ak 








Your Customers Are Your Friends 


[CONTINUED FROM PAGE 32] 


In general this is the procedure: A 
salesman discovers that a customer has 
a bad foot or finds he has a prospective 
“walk.” This is where pinch-hitter 
Staley enters the picture, as the cus- 
tomer is ensconsed in the super-fitting 
room. 

Another feature in this special ser- 
vice is that a customer who has been 
transferred to the Staley department 
is usually much more amenable to 
suggestion on the right last and size, 
even if he or she had been set on a 
different kind of shoe or even a differ- 
ent color. Unjust complaints have been 
most satisfactorily settled through this 
extra fitting service. 

First comes a Pedograph print of 
the foot to show the pressure points. 
Then a practical application of what 
the prints show by making corrections, 
if necessary to ensure proper balance. 

When worn shoes are being returned 
on the ground that they are not com- 
fortable, the same method saves many 
sales. Not only that; it saves many 
an argument that sometimes leaves a 
bitter impression with the customer. 

Fittings are checked by Mr. Staley 
on request of the salesforce. Many 
times customers will ask that he check 
their repeat purchases. In this way a 
big call trade is being built among 
new customers. 

Shoe fitters in the store take kindly 
to the idea, for when Mr. Staley has 
taken over, he really works for the 
fitter; the salesman does not lose his 
commission on turning over a customer 
if a shoe sale is made. This makes for 
close cooperation in the whole organiza- 
tion. 

In cases of “extreme sizes, such as 
11 quads or 3%AA’s which are not 
carried in stock under present war con- 
ditions, no attempt is made to sell or 
order shoes. However, the store is 
definitely interested in the foot comfort 
of all its customers, and the customer’s 
own shoes are made as comfortable as 
possible, if that is wanted. 

Wetherby-Kayser, with its 65 years 
of successful retail shoe operation has 
an excellent following of old loyal cus- 
tomers who have appreciated the top- 
grade merchandise and top-grade ser- 
vice accorded them all these years. 
However, in a community growing as 
fast as the Los Angeles area, now the 
third largest in population in the 
country, there are many new people 
to whom the store is simply an at- 
tractive place right in the midst of 
many stores carrying better grades of 
merchandise. Then, too, there are a 
great number of people who have read 
the store’s fine advertising of good 
shoes, have seen the merchandise only 
from the street and to whom the name 
was only another among those of stores 
of good repute, but which was beyond 
their means. War employment condi- 
tions have now made it financially pos- 
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sible for large numbers of these people 
to try out the Wetherly-Kayser stores, 
as well as others operating in the 
same grades. 

Through this superlative store ser- 
vice, it is felt that old customers will 
be more inclined to stick with the store 
as they have for years and years. In 
the other groups, there are literally 
thousands who have feet which require 
some extra fitting service to make them 
walk and feel better. 

Many of these people are tiring of 
the inefficient treatment accorded them 
on nearly every hand from those they 
meet in a business way. Therefore, if 
they discover that the Wetherby- 
Kayser stores are according them top 
consideration when they are buying 
good shoes, they are more apt to be- 
come permanent good friends of the 
house. 

There is one dominant consideration 
back of the entire proceeding— 
Wetherby-Kayser is not trying merely 
to save sales; they are making a sin- 
cere effort to save customers and make 
new ones of long standing for the 
house. Careful thinking makes us be- 
lieve that, after this present era of 
far too easy selling, the organization 
will need all the good will it can pos- 
sibly acquire right now. That is what 
this organization is building to attain. 

It should be emphasized that this 
added service has not been publicised 
in any way. It has now grown to the 
point where most of Mr. Staley’s foot- 
fitting and comfort-giving services are 
on an appointment basis, with many 


days booked solidly in advance. 

The rise and fall of old established 
businesses is caused, for the most part, 
by the service angle. If the second or 
third generation of management doeg 
not put the same enthusiastic business 
building effort into the business as the 
founders did originally, the business 
commences to slip. Realizing this, 
Frederick V. Kayser, president of the 
organization and son of the founder, 
has ever insisted on a broad policy 
which will eliminate the hazards of 
some old established businesses. 

Another example of his foresight, 
is the close cooperative relationship 
with the employees. Luncheon on the 
premises has solved several problems 
current today. A room especially built 
for this purpose serves the main 
store’s 20-co-workers in a _ friendly 
fashion. This room is fully equipped 
with electric plates, refrigeration and 
even complete serving equipment. The 
object is to see that employees have 
a bright cheerful spot where they may 
have good wholesome food of their 
own choosing, all of which at a more 
reasonable price than that charged by 
downtown eating places. There is also 
the time element to consider—for noon- 
time lunches in a big town with over- 
crowded eating places are time-con- 
sumers. Then, too, an eating and resting 
arrangement such as that provided here 
goes a long way toward keeping the 
people in the store’s family well and 
happy. Executives, office employees 
and all in the house use this room 
as a friendly place to gather—at pre- 
arranged times. 

It takes a really contented store or- 
ganization to make friends for the 
house. 





Walk-Over Managers at Annual Meeting 


Photographed at a recent annual meeting of managers of George E. Keith Co. shoe 

stores, held in Chicago, were, left to right: J. Lynn Knowles, Salt Lake City; J. T. 

High, Cincinnati; Fred L. Hasey, head of George E. Keith Co. stores; Earl F. Wood- 
ward, Columbus, Ohio. 
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DEWEY ano ALMY CHEMICAL COMPANY 
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You remember Buddy Walker. . . used to help me out on Saturdays. 
Now he’s helping Uncle Sam out overseas. Listen to what he says: ‘When the 
going gets tough, I think about home... Main Street, Wilson’s Drug Store, all 
my friends...’ I remember when Buddy asked me for a job... skinny little kid 
... the aunt who raised him was having trouble making ends meet. I remember... 


never mind... they say a man’s getting old when he starts that ‘remember’ stuff!’ 


Many of the men who sell WEATHER-BIRD and PETERS DIAMOND 
BRAND SHOES have pleasant memories of the families they serve... 
they’ve been on the job a long time and have won the confidence of 
their community. Customers depend on them and on the reputation 
of WEATHER-BIRD and PETERS DIAMOND BRAND SHOES... 
shoes famous for Better Fit, Longer Wear, Comfortable Flexibility. Today, 


as always, these fine shoes are made of the best available materials . . . by 


expert craftsmen...over better-fitting lasts. No wonder WEATHER-BIRD 
and PETERS DIAMOND BRAND SHOES are the outstanding 


value-buy in children’s shoes! 


«@p WEATHER-BIRD 


AND Se@exs DIAMOND BRAND SHOES 
FOR BOYS AND GIRLS 


PETERS SHOE COMPANY °° DIV: INTERNATIONAL SHOE CO. «+ 








“Got a letter from a soldier today . 4 
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No magic wand has enabled Manager R. L. Hendricks 
to make a successful business of the South East Shoe 
Store in Salt Lake City, Utah, in three years; it’s the 
personal touch that did the trick. 

Taking over the physical assets three years ago- 
there was no good will, Mr. Hendricks explains—he 
has doubled his business each year since and in the 
face of stiff competition. First there is the geography 
of the store. His location is in the Sugar House dis- 
trict of Salt Lake City. The title derives from the 
historical fact that Brigham Young’s associates first 
tried unsuccessfully to make sugar from beet juice 
uot far from the store’s present location. Sugar House 
is near the exact center of the city’s estimated 220,000 
population, and since it is something of a thriving 
community in its own right, it has chain stores located 
there ready and willing to sell shoes. And only a short 
bus ride away are the big stores with their metro- 
politan appeal to the shoe shopper. That’s where 
Mr. Hendricks used his head. 

“We felt that we should emphasize juveniles—grow- 
ing girls and children. We carry women’s shoes and 
men’s dress shoes, but we aimed at the children. Three 
years have shown us that we had the right appeal,” he 
said. 

With that as a first principle, South East Shoe Store 
forgot competition and set about to win over the 
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Concentrates on Juvenile Trade 
And Doubles Stores Business 





Manager R. L. Hendricks sells shoes by treating 

youngsters as individuals, gaining their confidence 

and friendship. Here some of his customers are 

shown making themselves at home while he fits 
one of the family with footwear. 


juvenile trade. Shoe man Hendricks explains it this 
“We treat the youngsters as though they were 
people. We fit their feet and we give them solid 
leather construction and a little better shoe than chain 
We fit by X-ray and we never 
let a customer go out of the store dissatisfied if we 


way: 


stores usually stock. 


can possibly help it.” 
Well, there you have it. 
this to fitting mothers and fathers. 


It was an easy step from 
Please the younger 
generation and their mothers become interested. Mr. 
Hendricks has had 18 years in the shoe business, and 
he still feels that satisfied customers are his best ad- 
vertisement. 

“We definitely will discharge any clerk who know- 
And that’s a difficult rule 
to enforce in the face of a depleted labor market,” 
Mr. Hendricks said ruefully. The bulk of fittings are 
made by himself and A. R. Unger; between them they 
have nearly half a century of shoe experience. 

Advertising is the biggest headache (in normal times) 
[TURN TO PAGE 61, PLEASE] 


ingly misfits a customer. 
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Sawyer to Study Civilian Shoe Needs 


THE fast-growing Office of Civilian Requirements has 
added another shoe industry representative to aid 
Henry Spelman in determining the requirements for 
the nation’s civilian shoe production. 

E. L. Sawyer has been appointed to serve as Mr. 
Spelman’s assistant and will be in charge of the Foot- 
wear Requirements Section of the Leather Products 
Branch of OCR. Previous to joining OCR Mr. Sawyer 
served as the Chief of the WPB Shoe and Leather 
Machinery Branch, for a period of two years. 

Outlining the duties of his section, Mr. Sawyer told 
Boot & SHoe Recorper that “it will be the respon- 
sibility of this section to determine and recommend 
the shoe requirements necessary to permit as high a 
standard of living as is possible based on the available 
supplies and obtainable substitutes. 

“To accomplish this it is necessary to arrive at the 
amount of materials and findings needed to meet these 
decided requirements and then to claim this material 
when the total available supply is divided among the 
Army, Navy, Lend-Lease, FEA, Maritime Commission, 
etc. 

“This section must necessarily function in close con- 
junction with the OPA Shoe Rationing Branch as it 
is our joint responsibility to determine what changes 
are necessary in the rationing program. In addition, 
we must work directly with the War Manpower Com- 
mission to endeavor to solve any manpower problems 
that have a direct effect on the realization of our shoe 
requirements program. 

“In order to successfully accomplish our goal, full 
collaboration must be maintained with the industry 
branches of WPB in presenting programs as well as 
obtaining agreements on the proper implementation 
of these programs and the procurement of supplies. 

“Finally, I would like to emphasize that to a large 
extent the success of our efforts will depend upon the 
assistance and cooperation of all members of the shoe 
industry.” 

Mr. Spelman said that Mr. Sawyer will be charged 
with the responsibility of estimating civilian require- 
ments for shoes and slippers, with the exception of 
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E. L. SAWYER 


rubber. He will also determine what is required to 
fulfill these requirements in cooperation with other 
Government divisions. 

Prior to entering Government service, “Ted” Sawyer 
was associated with the Boston office of the United 
Shoe Machinery Corp. He is a graduate of Princeton 
University and of the Harvard Business School. 





FEA to Buy Foreign Hides 


All offerings by importers of foreign hides for pur- 
chase by the United States and Great Britain, starting 
Dec. 15, are to be tendered to the joint Hide Control 
Office in Washington, Charles M. Schwab, Assistant 
Chief, Textile Division, Bureau of Supplies, Foreign 
Economic Administration announced recently. 

Under the Joint Hide Control plan, agreed upon 
recently by the governments of the United States and 
Great Britain, purchase of hides for this country are 
tu be made by the FEA, and for Great Britain by the 
British Ministry of Supply. 

The Joint Hide Control Office is to determine how 
the offerings of hides from importers are to be divided 
between the United States and Great Britain. When 
purchased by FEA, hides are to be allocated by WPB 
to various American tanners in line with the require- 
ments and needs of the leather program. 
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Order Limited to Vulcanized Types 
(ANVAS-TOPPED rubber footwear, such as climbing 


shoes, gymnasium shoes and jungle boots, which is 
covered Ly the price regulation for certain rubber com- 
modities purchased for Government use, includes only 
rubber footwear of vulcanized construction, OPA has 
announced in Amendment 5 to MPR-403. Canvas- 
topped rubber footwear of other than vulcanized con- 
struction is covered by the General Maximum Price 
Regulation. 

The regulation never was intended to cover any other 
construction of rubber footwear, but the fact was not 
stated explicitly, OPA said. It is stated in the amend- 
ment that no misunderstanding may arise. in the pro- 
duction of canvas-topped rubber footwear of other con- 
struction, such as with soles stitched or cemented, in- 
stead of being bonded by heat treatment as in vulcan- 
izing. 


To Clarify Shoe Stamp Confusion 


QPA recently called attention to the fact that Airplane 
Stamp No. | is the stamp in Ration Book Three now 
good for buying rationed shoes. It is intended to clear 
up confusion that has caused some people to use the 
wrong stamps in Book Three for shoes. 

War Ration Book Three has four pages of black 
“picture” stamps showing guns, tanks, ships and @air- 
planes. Reports indicate that some customers and sales- 
people are not distinguishing between the identifying 
“pictures,” which shoes are bought with a stamp from 
Book Three. 

The valid stamp pictures a miniature airplane in 
flight and is labelled “Ration Stamp No. 1.” This stamp 
came into use on Nov. 1 and it will remain valid in- 
definitely, along with Stamp 18 in Ration Book One. 


use THiS AIRPLANE STAMP 
IN WAR RATION BOOK THREE 


For SHOES 





OPA indicates right stamp for shoes. 


January |, 1944 





Toplifts and Heel Prices 
PRODUCERS of finished wood heels for women’s foot- 


wear who substitute other material for leather or rub- 
ber in the toplift must reduce their prices for the heels 
according to a formula announced by OPA in Amend- 
ment 3 to Maximum Price Regulation 420. 

Under this formula, OPA said, the producer must 
subtract 24ec. per pair from the maximum price for 
finished heels with a 9-iron leather or rubber toplift 
measuring 342 sq. in. or less. Then he may add the 
actual cost of the toplift material that he uses, up to a 
iaximum of 24c. a pair. 

“The standard toplift materials for wood heels are 
leather and rubber,” OPA said. “Some heel finishers, 
however, have recently replaced leather or rubber top- 
lifts with toplifts made of inferior substitute materials. 

“The use of such materials should require a com- 
pensatory reduction in selling prices, for which the reg- 
ulation did not provide.” 

Among materials that have been used for toplifts, 
which form the facing of the bottom of the heel, OPA 
said, are fiber board and pressed paper. 

The amendment also lists specific charges that may 
be made for extra services which are being performed 
by heel finishers in New England, but which, accord- 
ing to OPA information, were not performed there 
earlier and which therefore were not assigned ceiling 
prices. The New England region now is permitted, in 
the majority of instances, to make the same charges 
for extras as formerly were permitted for Western pro- 
ducers. 

New maximum prices were established for the Nu- 
Way Shoe Products Co. of St. Louis, Mo., on sales 
of finished hardwood heels, to other than shoe manu- 
iacturers. This is because this company has been found 
to differ from other producers in that its production 
is sold entirely to shoe finders, or persons engaged in 
repairing shoes. 


Prices Fixed on Canvas Footwear 
MANUFACTURERS’ maximum prices for a limited 


number of types of canvas rubber-soled footwear have 
been established by the Office of Price Administration 
today. 

In announcing the prices, OPA said that retail ceil- 
ing prices for the footwear will be issued by the time the 
shoes reach the consumer market, sometime in the 
Spring of 1944, 

Synthetic rubber (Buna-S) and canvas have been 
made available for the production of some canvas rub- 
ber footwear of vulcanized construction under a pro- 
gram of the Office of the Rubber Director-War Produc- 
tion Board, which is intended to make certain styles 
of canvas rubber-soled shoes available particularly for 
children, for gymnasium use, and physical fitness pro- 
grams. 

The standardized styles that the ORD now permits to 

[TURN TO PAGE 63, PLEASE] 
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SLIPPER DEPARTMENTS BUSY 
IN NEW YORK 


SHOE stores and departments in the 
New York area are enjoying the usual 
Christmas slump, except in the slipper 
departments where merchandise on 
hand cannot keep up with the demand. 
The men’s slipper business is not as 
lively as it might have been without 
the early shipping dates for overseas 
presents, but many of these depart- 
ments are doing unusually well. Leath- 
er uppers, with and without wool lin- 
ings, and wool fabric uppers are sell- 
ing. Some wool-lined low boots are 
being carried by some stores. 

In the women’s slipper departments, 
all types are selling well, with special 
preference for warm types and satin 
mules. Although there has been a 
shortage in children’s slippers, enough 
are on hand to make this business im- 
portant. The fact that the slipper de- 
partments are the first to be given 
new, green help is causing some con- 
fusion and difficulties, but buyers and 
department managesr are on the alert 
to straighten these out. 

Although regular shoes are selling 
more slowly, infants’ and small chil- 
dren’s shoes are in great demand. The 
shortage in patent leather is beginning 
to be felt, and parents are learning to 
substitute oxfords without tips for pat- 
ent leather one-straps. Buyers look 
forward to securing canvas rubber- 
soled shoes for Spring for their chil- 
dren’s departments, but are waiting 
to see how many will be available 
before saying much about them. 

A little of everything is selling in 
women’s shoes, with special demand 
for reptiles. These are available 
chiefly in alligator lizard. They want 
“fancy shoes and they want better 
shoes,” according to the buyer for one 
large department. He expects that 
opened-up suedes will be very good 
all through the coming season. The 
big stores will have a fair supply of 
patent leather with which to start the 
season. Some of them are holding 
back with their patent leather until 
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early Spring. Others plan to sell it 
right after Christmas. Patent leather 
and tan smooth leather shoes are con- 
sidered naturals to wear with navy 
blue Spring clothes. White shoes are 
expected to sell well in all grades. 
One merchant of men’s shoes plans 
to sell perforated tans instead of 
whites. Synthetic soles are popular in 
one store to replace rubber composi- 


tion. 
* + 7 


1943 BUSY YEAR FOR 
SAN FRANCISCO STORES 


WirH the close of 1943 the shoe 
stores of San Francis@ look back 
upon a year of tremendous, if not 
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| Pre Style Center of the South | 
Muse's in Atlanta, Ga., offer two 
high-heeled pumps for dress wear— 
one, high riding and closed up; the 
other, an open toe sling pump. 











hectic, activity. Sales of footwear have 
exceeded previous records by large 
percentages, and with the Bay region 
flooded with thousands of new work- 
ers in war plants, the problems con- 
fronting managers were legion. It was 
not the question of selling that both- 
ered them but rather that of getting 
sufficient help and supplies to meet 
the increased demand. That this has 
been done is evidence that the men 
in charge of stores have planned efh- 
ciently and wisely, for while short- 
ages exist in some of the luxury lines, 
stocks of standard brands of shoes 
are still available to take care of the 
needs of the population. A year ago 
many stores employed ony men clerks. 
but with these trained salesmen grad- 
ually being drawn into the armed ser- 
vices or attracted to higher - paying 
jobs, their ranks have been replaced 
with women forces which are 
carrying on efficiently, due largely to 
the maintenance of training schools 
in the stores involved. The demand 
for shoes has been so great that clerks 
in stores are now able to earn, in com- 
missions, as good wages as in war in- 
dustriés, and the help situation is be- 
ing solved to a remarkable degree. 

While store expansions and re- 
modeling have been almost impossible 
during 1943, managers have been able 
to keep their establishments up to 
date by the use of new materials not 
affected by priorities, and during the 
Christmas holidays the stores of San 
Francisco were as bright and attrac- 
tive as in the past, with window dis- 
plays as colorful, although less em- 
phasis was placed on luxury lines. 
The lifting of the blackout regula- 
tions enabled stores again to light up 
their store fronts and show windows. 
and while night openings were dis- 
continued in the downtown areas, the 
swelled crowds on the streets at night 
could enjoy window shopping and 
keep posted on what was available in 
the retail markets. 

Only one large department store. 
which maintains several shoe depart- 
ments, found it necessary to move 


sales 
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... We want to say “Thank you” to the thousands of Shoe Mer- 


chants from coast to coast who have done so much to make 1943 
the greatest year in our history. And, at the same time, we want 
to point out to you that in your promotion of DR. SCHOLL'S, you 
have contributed greatly toward the progress of the war effort. 
According to many plant and production managers, foot troubles 
are a major cause of absenteeism and reduced efficiency . . . and 
every sale of Dr. Scholl's Foot Aids helps provide relief for some- 
one. So, as we say thanks, we know America's millions of foot 
sufferers thank you, too. . . . And when another Christmas rolls 
around, may we all be giving joyous thanks that there is peace on 


earth again. 


ror excaumce (RUBE 1 was reooucnon 


THE SCHOLL MFG. CO., Inc. 


213 West Schiller St., Chicago 62 West 14th St.. New York 
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during 1943. After 32 years in its 
old location at Fifth and Market 
Streets, Hale Bros. moved into the 
Lincoln Building, across Fifth Street. 
The moving was done practically by 
hand, the store closing for only one 
week during which the regular store 
force, aided by several hundred out- 
side workmen, moved fixtures and 
stock by hand trucks into the new lo- 
cation. 

The new store has been done in 
pastels of-250 different colors, with 
the idea of giving the store a bright 
and spacious appearance. Each sub- 
department has a color scheme be- 
lieved suited to the type of merchan- 
dise sold. The slogan of the store is 
“Simplified Shopping.” and in spite of 
war restrictions Hale Bros. has been 
able to do a remarkable job of re- 
adjustment. 





During 1943 the shoe and depart- 
ment stores of San Francisco went all 
out in their cooperation with govern- 
ment agencies in aid of the war effort. 
Newspaper ads devoted a generous 
share of space to urging the purchase 
of war bonds, and the enlistment in 
the various women’s war auxiliaries. 
Booths for the sale of bonds and 
stamps, housing information and for 
giving information about the various 
war agencies are maintained in prac- 
tically every store, and special win- 
dow displays are devoted to the same 
purposes. Blood bank booths are 
maintained, and volunteer donors are 
transported to the blood banks in spe- 
cial station wagons which make regu- 
lar trips from the stores to the Red 
Cross. At numerous outdoor displays 
and bond campaigns the stores have 
furnished uniformed clerks who cir- 
culate among the crowds, or operate 
booths, to take subscriptions for bonds 
or distribute literature on the WACs, 
WAVES, etc. This has been done in 
spite of serious shortage on sales 
forces. 

To aid San Francisco retail stores 
in securing needed help, the War Man- 
power Commission amended its ruling 
on employment ceilings. James P. 


Blairsdell, WMC director for north- 
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The D'Orsay pump with open toe and 
back comes in for display in this ad 
by Himelhoch's, Detroit, Mich. 





ern California, said: “During the 
Christmas period retail stores may ex- 
clude from their employment ceilings 
individuals on vacation from schools, 
part-time workers, and individuals not 
available for full-time employment in 
priority establishments.” 
Several years ago the Parent-Teach- 
Association of McKinley public 
school in San Francisco started the 


-~ 


er 


idea of a “Galosh Party,” during 
which children brought outgrown 


galoshes to school and traded them 
for others. Left-overs were given to 
needy students. Each year the school 
holds a similar party, and under war 
conditions the idea has_ spread 
throughout the country. The local 
PTA has been asked for information 
on how to start similar organizations 
in cities in West Virginia, Florida, 
Virginia, Alabama. North Carolina 
and Illinois. 


* *% * 


VOLUME DROPS IN DETROIT 


A NEW stabilization of shoe volume 
has been taking place within the past 
month in the Detroit market, though 
many leading shoe men are not yet 
agreed on the facts. Volume has 
dropped off. and the general trend 
of reports is continuingly pessimistic. 
but some individual stores show ex- 
ceptions. 

In the style shoe field, however, 
business reports were generally up; 
one leading downtown store showed 





an increase of 37 per cent in Novem. 
ber, for instance. The health shoes, 
which many stores were actively push- 
ing in recent months in accord with 
the apparent trend of thought toward 
conservative, “useful” types, have 
proved disappointing in this market. 

Promotion today is centering again 
on the fancier types of shoes in 
women’s lines. Open toe and heel 
styles, frequently carried to the ex- 
tremes of style, are being featured. 
High heels in these fancy lines are 
notable, contrasting with the low heel 
types that have occupied the limelight 
for months. 

This trend does not appear to be a 
gift trade condition, since shoe buying 
for gift purposes have been negligible. 
stores generally agree. Rationing has 
effectively disposed of that factor, and 
shoe men are satisfied because of cer- 
tain exchange problems normally con- 
nected with this trade. 

One factor that has obviously caused 
a slowing down of buying here has 
been the extending of ration stamp 
periods, with the resultant decision of 
a large part of the public to make 
present shoes last as long as possible. 

In the children’s field, the most seri- 
ous shortage exists, reaching critical 
stages with the approach of genuine 
cold weather. Stores specializing ir 
children’s lines report a desperate con- 
dition. 

Shortage of rubber footwear is also 
alarming, and no relief appears in 
sight. Because of short stocks, shoe 
men are genuinely glad for the mild 
weather which prevailed up to the mid- 





dle of December, instead of bewailing 
a delayed Winter as they would in nor- 
mal years. 

Informal arrangements to “ex- 
change” stocks of goods or sell par- 
ticular types of shoes which one store 
has in stock and for which another 
has a more likely market, through the 
second store, are becoming common 
by personal arrangements between 
store owners, thereby equalizing the 
difficult stock situation. 

Shortage of help is desperate in the 
larger stores, largely because of fail- 
ure of many employees to put in their 
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YES, WE HAVE A 


VERY LITTLE 





Here's good news indeed, for the 
many retailers who have feared a fur- 
ther curtailment in the supply of shoes 
of Genuine Kangaroo Leather. Some 
Kangaroo, not nearly enough to satisfy 
the demand, is arriving regularly. and 
indications are that no new reduction 
will be necessary. 

Both consumer and merchant appreciate 
the suppleness, comfort, strength and 
long wear of Genuine Kangaroo. 


















TANNED /N 


And, for these good reasons: Kangaroo 
is 17% stronger, weight for weight, than 
any other leather. Its soft. glove-like sur- 
face makes it more comfortable, too. 
Kangaroo’s tight grain surface develops 
a lasting, brilliant. highly glossed finish 
after shining. Even though you cannot 
secure as many pairs of shoes of gen- 
uine Kangaroo Leather as you would 
like to, Kangaroo continues to be an 
important part of your business. 


by the... 


SURPASS LEATHER COMPANY 
RICHARD YOUNG COMPANY 
ZIEGEL EISMAN COMPANY 









































RECORDER 


REPORTS 


so Oe 


INDUSTRY 











supposed full work weeks. Absentee- 
ism is very high, and threatens the efh- 
ciency of the shoe trade in this field 
unless a cure can be found. Intelli- 
gent appeal to the patriotic instincts 
of workers is being made by some 
managers, but it is too early to gauge 


results. 
* * + 


LEISURE FOOTWEAR LEADS 
IN CHICAGO 


Wuite regular shoe business in Chi- 
cago dropped off somewhat, as is 
customary at this time of year, the 
slipper business zoomed to new 
heights with added emphasis given 
them since they are in the non-ra- 
tioned category. All the stores along 
State Street devoted special counters 
to them, many using bargain squares 
on the main floor to feature them as 
gift items. A number of stores also 
had selling counters filled with leisure 
footwear at various points near their 
escalators. Leather models were most 
in demand, but there was also a great 
selling of satins and crepes, which 
tied in with the tremendous sale of 
dressy negligees, house-coats and 
lounging pajamas in the _ lingerie 


7. 
¢ 4 










\ 





snuggly types of 


Warm, 
scuffs and slippers also had enormous 
customer attention. 

A large and handsome ad of Mar- 
shall Field’s was headed “Christmas 
By the Foot” with illustrations of a 


sections. 


variety of leisure footwear from 
chenille scuffs to high bootees of 
corduroy lined with lamb’s wool. An- 
other impressive ad was one of Car- 
son’s reading “Oh, for some Snuggly 
Scuffs” showing a variety of these 
both in fabrics and in pastel leathers. 
The Fair was another store which 
gave considerable advertising space to 
lounging footwear including in theirs, 
pictures of slippers from wee, rabbit- 
trimmed quilted bootees to men’s all- 
leather moccasins. ‘The implication 
was: “You’re neither too old nor too 
young to enjoy comfortable lounging 
slippers.” 

Field’s basement Store for Men ran 
a five-column page ad given over 
wholly to men’s slippers showing a 


truly formidable array of many types 
ranging in price from $2 to $5. 

Within recent weeks there has been 
a marked increase in the demand for 
women’s higher heeled shoes. One 
specialty shop reports that where last 
Spring they sold about 75 per cent 
low heels and 25 per cent high, the 
situation today is just reversed. Some 
attribute this change to the fact that 
most women bought lower-heeled foot- 
wear at the beginning of the rationing 
period, knowing that they needed 
them for wartime activities which had 
brought more walking in their wake. 
Now, however, they want dressier 
shoes, as their need for low heels has 
been filled. Others maintain this is 
but the natural reaction to the first 
impulse to do the sensible and prac- 
tical thing. Now their mood is to 
dress up for their men folk, to em- 
phasize anew their femininity, their 
love of the pretty and the flattering. 
Whatever the true explanation—and 
doubtless the holiday season, too. 
played its part—the fact remains that 
a great demand in all stores and 
shops exists for high heeled types. 
particularly for the short-vamped 
pumps with fat, bouncey pompoms. 
or bows which flatter a 744C into 
looking like a 5 AA. 

Currently leading the hit parade is 
the plain unadorned D’Orsay pump 
with baby doll toe. Asked for in 
both open or closed toe, it is being 
bought (when the customer can find 
it!) in suede, calf, patent and reptile. 
its popularity in that order. Al- 
though some flats still find favor, the 
overwhelming demand is now for the 
higher heel, and the spikier the bet- 
ter. Next come the sling-back and 








CARSON PIRIE SCOTT 5. 


et 


“Snuggly Scuffs" were shown by Car- 

son, Pirie, Scott & Co., Chicago, in 

this ad designed to interest the holi- 
day trade. 


the bracelet ankle strap. Suedes head 
the list in these, too, though some 
patents, failles and gabardines are 
favored. Fine grained lizards and 
highly polished alligators are also on 
the bandwagon of public approval 
Colored patents have recently been 
given atténtion at O'Connor & Gold- 
berg, Blue, black and brown are fea- 
tured in a group of anklet. straps and 
sling-backs. Black patents with large 
perforation on vamp and ankle strap 
is a type also popular with this 





line of 


Another 
shoes shown by this shop features all. 
over perforated suede, high cut over 
instep with scalloped throat line and 
sling back. Selling at $8.95 they are 
shown in light blue, rust and black. 


store’s clientele. 


considerable 
shoes. of 


Stevens had success 
with non-rationed black 
gabardine with synthetic soles. Smart- 
ly made with open toes and pompom 
trim, they were shown with both high 
or low heels. Army russet is a color 
which has been particularly active in 
shoes of calfskin with built-up Cuban 
heels. 

* * * 
MIAMI STORES REPORT 
DEMAND FOR STYLE 


SHOE dealers in the Miami area de- 
clare that women are again demand- 
ing more style in footwear. In years 
past at this season of the year the 
tremendous influx of Winter visitors 
was felt in the shoe business by wo- 
men demanding new and high style 
merchandise. They came looking for 
shoes that were “six months ahead of 
the nation” and they were able to get 
them in an almost unlimited number 
of new types, styles and colors. Now 
that trade is not so much in evidence 
—naturally it would not be possible 
te provide the wide range of colors 
and styles—but the local buyers. as 
well as the Winter visitors, are eager 
to discover high quality and some- 
thing new and different. People have 
saved their No. 18 coupons to spend 
in Miami where they hope to be able 
to find a shoe that is new and differ- 

ent. 
This situation is made clear by the 
[TURN TO PAGE 67, PLEASE] 
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Time Losing Injurie 





. in the SHOE 





FEET 9% 


The percentages shown on this chart were computed from detailed 
records of more than 125 factories over a representative period of time. 


THE CAUSES: 
Careless use of knives and other tools - Falling objects and flying particles - 
Falls and Strains - Infections . Faulty machine equipment - Plain Carelessness. 
ALSO 
IMPROPER PRACTICES such as: Negligence of Supervision Negligence of the 


Injured Employee - Lack of attention to work - Poor planning. 


MANUFACTURING INDUSTRY 





UNITED SHOE MACHINERY CORPORATION sosron, massacnuserrs 


January |, 1944 
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SHORTAGES of materials, delayed deliveries of those 
quantities which are available and labor problems con- 
tinue to make the life of the New England shoe manu- 
facturer something less than happy. Not all three, of 
course, are encountered in all the numerous manufac- 
turing districts scattered throughout the northeast, nor 
is their weight felt equally in those districts in which 
all are present in some degree. 

Brockton and the South Shore—center of the men’s 
shoe industry—continue to feel the materials pinch 
which has been reported every week for many months. 
Noticeably scarce are soles and innersoles, particularly 
those of military weight and quantity—a condition 
which may become even more acute than it is now 
when the Army begins awarding contracts for the man- 
ufacture of the new-type combat boot or shoe which is 
now under consideration. While requiring no more 
sole leather than the present service shoe, it is reported 
that this new Type III shoe does require considerably 
more upper leather, owing to a radical change in pat- 
tern. On the other hand, it is not anticipated that ex- 
tremely large quantities will be bought, as has been the 
case in the past. 

Brockon manufacturers have about completed their 
current orders for Army shoes, while the half dozen or 
more factories making Navy footwear will continue 
busy until about Feb. 1. Despite the difficulty in ob- 
taining materials, there are no reports of any serious 
shut-downs, though delays have from time to time oc- 
curred in some departments of several factories. 

North of Boston, in which district are made most of 
the playshoes, in addition to other types, there are indi- 
cations that the production of non-rationed shoes has 
reached its peak. No increase has been reported for 
several weeks and the opinion is held by some that the 
market is saturated, at least for the time being. 

Orders placed for future delivery of both shoes and 
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leather, as measured by the index compiled by the 
\ssociated Industries of Massachusetts, showed a sharp 
increase during October as compared with the month 
previous. This is the first increase noted in this index 
since last May and the decline was steady, month by 
month, during the late Spring, Summer and early Fall. 
Furthermore, while orders placed during October were 
23 per cent greater than those placed during Septem- 
ber, October orders this year were still 21 per cent 
lower than in the same month last year. 

Thirteen tanneries in the Salem-Peabody area, taken 
over by the Army on Nov. 24 during the recent labor 
troubles there, have been turned back to their owners. 
A total of more than 30 tanneries were involved in the 
strike which resulted from a dispute between two rival 
unions. The thirteen taken over by the Army, however, 
were the only ones engaged in fulfilling government 
contracts. 


SH lows 


WITH the arrival of the New Year. manufacturers of 
immediate future with more 
equanimity than at the beginning of 1943. At that 
time it was felt that most anything could happen. But 


shoes here view the 


now most of the uncertainties of the year previous have 
It is therefore felt that most of 
the worst is over, that the future holds many possi- 


resolved themselves. 


bilities favoring a trend towards more normal operating 
conditions, that during 1944 some relief in the supply 
Although no great 
improvement in the production of shoes is foreseen, 


situation might be forthcoming. 


the general outlook is far from gloomy. 
In some respects the restrictions on production, 
rationing of shoes, price ceilings and controls over 
[TURN TO PAGE 62, PLEASE] 
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Concentrates on 
Juvenile Trade 
[CONTINUED FROM PAGE 51] 


af the business. The three metro- 

jtan papers and the three metro- 
politan radio stations reach too many 
people out of the influence of South 
fast Shoe Store. The suburban weekly 
paper reaches too few. Even the ex- 
perts haven’t been able to advise on 
the best media for getting across the 
merchandising message. But Mr. 

Hendricks believes in advertising and 
is willing to tack his belief with ad- 
yertising dollars. He’d like to see the 
siurban weekly become a more vital 
force in the community. : 

Of course, all of this applies when 
enditions are normal. At those times 
he usually has 4000 pairs of shoes 
in stock. Now he has 1500 pairs in 
his store which measures about 25 by 
00 feet. To help fill up the bare 
aces he has added neckwear, sport 
shirts, belts and accessories. These 
represent troubles in deliveries, but 
they help take up the slack and are 
paying their way. 

Best shopping days in the suburb 
we Tuesdays, Fridays and Saturdays. 
Qn these days extra personnel is on 
band. 

“There isn’t a dangerous shoe in 
this store. We buy very carefully in 
women’s lines, staying away from ex- 
treme novelties. In our windows we 
iisplay women’s more conservative 
shoes, and we sell a lot of them. Still 
the backbone of our business is the 
juvenile trade,” Manager Hendricks 
said. 

“We almost got started on the wrong 
fot with this war boom. We bought 
tlot of job shoes, just to have shoes. 
After a week we found we had made 
imistake and switched back to stand- 
ad merchandise. We prefer not to sell 
iiwe can’t sell right. Customers, we 
ind, will forgive your not having 
thoes, but they won’t forgive a misfit 
® poor workmanship. You see, we 
lave built our trade carefully and we 
vant to do business after the boom,” 
sthe way he explains it. 

‘I always remember the time my 
father took me to a store and I en- 
tuntered rudeness in a clerk whom I 
sked a question. I could scarcely wait 
util I grew large enough to give him 
ipoke in the nose,” Mr. Hendricks 
membered. 

No Sugar House youngster is going 
® want to throw punches at Mr. 
lendricks if he can help it. They are 
busy throwing him business. 









lalph Hess 


MILWAUKEE, Wis. — Ralph Hess, 58, 
iformer resident of Milwaukee for 20 
Mars, and a salesman for the Interna- 
Mmal Shoe Co., died recently. He is 
Wived by a son, a daughter, and 
tis sister. 
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That there is a very favorable acceptance of Health Spot 
Shoes among physicians throughout the country, is proven by 
the hundreds of similar letters in our files as well as the high 
percentage of patients referred to Health Spot dealers by 


ATTENTION: ORTHOPEDIC SHOE FITTERS 


There never was a better opportunity for good shoe men who 4 
sense their responsibility to shoe wearers and are anxious to 

do a better job for those who need correct shoes. Today there 

are many desirable openings in retail shoe stores due to men . 
leaving fe the service, that are worth investigating. If you 

are interested in making a change where you will have a better 

opportunity to do a real service for your customers, we may 

be able to help you. Write for application. 


Maseboch Shoe Company 


DANVILLE 


MANUFACTURERS OF THE MOST COMPLETE LINE OF CORRECTIVE 
IN AMERICA FOR MEN, WOMEN AND CHILOREN 
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distribution which the war has brought on have worked 
to the advantage of the specialty manufacturers of St. 
Louis. Those factories fortunate enough to have had 
a favorable price level established when the freeze 
order came out have faired well; for most of them 
produce high style shoes in the medium to high-price 
ranges and virtually all make the better grade shoes. 
Thus when rationing came, the demand for their 
product, though simplified by M 217, increased to such 
an extent merchants placed orders six to nine months 
ahead of delivery date. With this sort of sold up condi- 
tion against fixed production quotas, the manufac- 
turers were able to spread their production and de- 
liveries out on a regular monthly basis. Hence the 
specialty manufacturer has experienced something of 
which he had dreamed for years—the elimination of the 
peaks and valleys-of his production curve. It took a 
world war to bring it about. 

What’s more this condition has had a salutary effect 
upon the labor situation in shoemaking.. Though many 
shoe workers have been lost to war plants, those who 
have remained have had steady work with good pay 
and good working conditions; all of which had tended 
to improve the general standard of shoemaking. 

This even flow of production has made possible 


LITTLE change is noted in the general outlook in the 
Metropolitan New York Manufacturers of 
women’s and children’s shoes continue to wrestle with 
shortages in materials and manpower. Ia the latter 
there is an increasingly heavy turnover in allied indus- 
tries as well as in actual shoe manufacturing. The 
“patience and fortitude” recommended by the city’s 
mayor in his weekly broadcast is being shown by many 
a manufacturer who, in ordinary times, would be 
worrying as to what his competitors were bringing out 
in new styles for the next season. Now this man and 
his competitors are concerned mainly with day-to-day 
production problems. 

There seems to be a feeling of unrest among manu- 
facturers in this area. Stores have not been reporting 
good business the past few weeks and there is a grow- 
ing feeling among some shoe men that women are 
growing tired of the same colors and styles. Whether 
they are, or whether they are not, makes little differ- 
ence, according to members of the industry who take a 
broader view of the situation. Even when the war is 
ended, there will be an interval, they say, when women 
will have no choice but to continue to buy the same 
shoes. This fact, plus the fact that inventories will be 
low, should mean, in their opinion that the industry 


area. 
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many economies and savings, but the chief benefit 
have been reflected in lower overhead cost. And while 
some of the saving has gone into the profit column, 
most of it has been absorbed by higher wages and 
higher cost of materials. In fact some manufacturers 
have sacrified profit in order to maintain or improve 
quality. 

So despite the many difficulties of operating under 
war time restrictions, St. Louis manufacturers have 
iaced their problems of the past year with a consider. 
able degree of success. Now that first thought is being 
given to the procedure under which restrictions might 
eventually be lifted, it is found that many will favor a 
plan of gradual removal. 

Unless the sole leather situation improves during 
the next few months some St. Louis manufacturers of 
women’s shoes, still making nothing but rationed types, 
say they'll be forced to reduce their dealer quotas to 
some*extent. Thus far virtually all the factories in 
this"group have been able to maintain 100 per cent 
uf théir allowable production. In children’s shoes the 
output of this district is still below the allowable pro- 
duction of 125 per cent. Some factories are falling 
short of the old 100 per cent allowable by as much 
as 15 per cent, due primarily to material shortages. 


will come out of the second World War in much better 
shape than at the end of the previous war. Meanwhile, 
however, stores lack the sales stimulus of new styles. 

One of the developments of the present era noted by 
a manufacturer in this section is the changing over of 
cancellation stores in some parts of the country into 
regular shoe stores, carrying regular lines at standard 
prices. Some of these stores will continue to do good 
business after the war, he foresees, and will continue 
to be good customers of manufacturers who can supply 
them with shoes now. 

Materials for uppers now being cut include all lead- 
ing leathers. Patent leather, most wanted and scarcest 
Spring leather, has already been delivered in limited 
quantities to the stores. White shoes for the resort 
season are already delivered to many of the southern 
stores. Manufacturers of slippers and casuals are begin- 
ning to look forward to finishing up their slipper work 
for the time being and are preparing to start work on 
their Spring and Summer casuals. One such firm an- 
nounces that these casuals will he indoor, none for 
outdoor, wear this year. 

Popular patterns in casual types include the anklet 
strap and two and three-eyelet ties. Made on fabric 

[TURN TO PAGE 64, PLEASE] 
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be made are believed by OPA to be comparable, when 
made according to specifications filed with OPA by 
their manufacturers, to canvas rubber footwear pro- 
duced before crude rubber restrictions went into effect. 
They are priced, therefore, at the level of prices in 
effect in the fall of 1941 for kinds of canvas rubber 
footwear that had about the same serviceability. 

The types of canvas rubber footwear to be produced 
ander the program of the Office of the Rubber Director 
are specified in the following list, together with the 
maximum prices assigned to them by the OPA. The 
prices apply only to sales by manufacturers, and the 
manufacturer must deduct from them all discounts, 
allowances and other deductions from the list price 
he had in effect to a purchaser of the same class on 
December 3, 1941. If he was not selling canvas foot- 
wear on that date, he must use the discounts and other 
deductions he allowed on the most recent date prior 
to it; or if he had no discount policy during 1941, he 
must use that of his most closely competitive seller. 

The prices are in Table II of Appendix D. Maximum 
Price Regulation No. 132, and apply to canvas rubber 
footwear that does not fall below the manufacturer's 
minimum specifications filed with the Rubber Price 
Branch of the Office of Price Administration before 
December 31, 1943. 


Type: Price per pair 
Training shoes, backed uppers: 
Men’s $2.40 
Boy” . bean 2.25 
Trimmed Lace-to-toe Bal: 
Men’s 1.65 
Boys’ 1.50 
Youths’ ‘ 1.40 
Little Gents’ re 1.30 
Lace-to-toe Gym Bal: 
Women’s . 1.30 
Misses’ oi Rg 
Untrimmed Circular Vamp Oxford: 
Men’s 1.30 
Boys’ ... v 4 1.20 
Youth’s 1.10 
Women’s Se 
Misses’ pe. Ue 1.10 
Children’s 1.00 


The regulation provides that prices for any canvas 
tubber footwear not listed above must be in line with 
the prices given, and must be determined by the seller 
efter specific authorization from the Rubber Price 
Branch of OPA. 

Colors are restricted by the Office of the Rubber Direc- 
tor and the War Production Board, to black soles for 
all shoes, with white uppers for oxfords and women’s 
gym shoes, black uppers for basketball shoes, and 


brown and black uppers for lace-to-toe bal shoes. 
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Buffalo Group’s Protest 
Brings Results 


BurraLo, N. Y.—Buffalo has experienced a large 
and rapid growth industrially during the last few 
years. The population and, accordingly, the birth rate, 
have increased in proportion. 

The rationing edict of three pairs of shoes a year 
for each individual was taken cheerfully. . That was 
enough for the average adult, and by keeping them in 
good repair the children’s shoes might be worn for four 
months, also. Then the allotment was reduced—with 
the present coupon good for six months. That still 
might do for adults, but no active, normal growing 
child can use a pair of shoes, and have them remain a 
fit, for six months. 

There were protests from all over the country. Buf- 
falo, with its large child population, came out in open 
revolt. A meeting of the Greater Buffalo Shoe Retailers’ 
Association was held in October. 

It was possible to get extra ration stamps from the 
OPA for children’s shoes, but this required in most 
cases long hours of waiting and was not understood 
by many parents. The Buffalo association voted, there- 
fore, to protest against this practice to the WPB, the 
OPA and to Buffalo area senators and representatives. 

When nothing could be done with the local OPA and 
letters to senators and representatives brought no re- 
sults, Harry Deters, business manager of the associa- 
tion, contacted W. W. Stephenson, head of the shoe 
division of OPA. He wrote the President. After weeks 
of controversy The Greater Buffalo Shoe Retailers’ 
Association and Affiliated Shoe Trades‘ were able to 
announce that it had been arranged ‘for special shoe 
stamps to be issued in Buffalo for children’s shoes with- 
out having to apply directly to the local OPA. 

The system now is that each of the 301 members of 
the association will be provided with application blanks 
by OPA. Persons desiring extra stamps must then wear 
or take the shoes they wish replaced to one of these 
retailers. They must also prove that they have no 
available ration stamps in the family ration books. If, 
after inspection of the shoes in question, the retailer 
feels that a new pair is required, he signs one of the 
application blanks. This is then filled out by the appli- 
cant who mails it to the rationing board. If approved 
by the board a stamp will be mailed promptly and 
directly to the applicant, The stamp may be used at 
any store. 

A similar system was put in effect some time ago in 
the Buffalo area for the purchase of safety shoes for 
industrial workers. It has also been arranged that 
these workers, instead of buying their work shoes at 
the plants, as formerly, may get them through the 
stores. Eight stores, so situated that they cover the 
area, are allowed to handle the safety shoes for the 
factories. 
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soles with fabric uppers these shoes will be available 
in a variety of bright monotones and some multicolor 
weaves. One popular line continues a best-selling mesh 
shoe of last year in a new type of mesh for the coming 
season. 

The opinion still prevails among the makers of 
women’s quality footwear in this area that it is prefer- 
able to make leather soles as long as any material is 
available. Best-selling patterns continue to be pumps 

. many with open backs . . . sandals and moccasin 
and plain toe bluchers. Some manufacturers of sandals 
are urging against overplaying anklets and advising 
their accounts to buy the lower strap pattern as well as 
the high anklet strap. 

The reflection of a quiet month in the retail field 
felt by makers of medium and lower price shoes is not 
affecting the makers of women’s quality footwear. 
These factories have all the business they can take, since 
the demand for quality shoes is constantly increasing. 


Chucage 


EVEN if peace should come tomorrow there would not 
be a rapid ease-up in the leather situation, say manu- 
facturers in this area. Leather is used for some 457 
items other than shoes for the Armed Forces. With the 
termination of the war, there will still be continued 
government demand, not only for the needs of what- 
ever policing force the nation may require to enforce 
the peace terms, but shoes will continue to be shipped 
in large quantities to the many lands where footwear 
is sorely needed. American shoes have already played 
an important part in war-torn Sicily and in Italy. 

American-made shoes are very much appreciated in 
foreign lands. When the Arabian Royal Princess Feisal 
and Khalid were on the west coast they bought Amer- 
ican shoes to take back with them to their native land. 
And as long as there is no real suffering on the part 
of our civilian population, Uncle Sam will use footwear 
to his good and our advantage in obtaining good-will 
and loyalty in other lands. 


Most manufacturers anticipate some measure of re- 
lief in the present leather restrictions but not before 
Whether this is wishful thinking 
or an expectation based on factual data, they will not 
say. However, all agree that they. see no immediate 
possibility of the lifting or modification of rationing. 
Granted that rationing has caused a certain amount 
of inconvenience, they point out that the average retail 
shoe store has never before experienced such a profit- 
able or successful period of operation as has been the 
case for the past 11 months. With the limitations in 


the next six months. 
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styles there are now 10 patterns where formerly 100 
were stocked. 

In size runs too the numbers carried have increased 
proportionately. Thus the merchant profits by the fact 
that by carrying fewer styles with a greater selection 
in sizes he stands a better chance of making more fre- 
And there is not the bugbear of mark. 
down, broken size ranges, discontinued styles, etc. Shoe 
shop keeping is really on a firm foundation, say these 


quent sales. 


manufacturers, and by the same token the manufacturer, 
too, has a more simplified operation, since he does not 
now try out a flock of new colors and dizzy patterns 
each season. 

There has recently been a perceptible increase in 
shipments of pigs to the slaughter houses, and while 
their hides are not used for shoes, yet pigskin is used 
fur inner soles, for linings and other findings. Thus 
shoe men take some comfort from this too. 
little bit helps. 


The non-rationed shoe is steadily gaining more 


For every 


adherents. Manufacturers who some months ago were 
wary of the word “substitute” now are turning out 
footwear with synthetic soles, shoes of fabrics, etc., and 
finding that merchants are successful with them. Re- 
tailers, too, are less afraid to stock them. Their earlier 
fear was that rationing would be stopped overnight 
and “then what will we do with our unrationed stock?” 
Now, however, they realize that there is little likelihood 
of any government flip-flop on shoes, that the leather 
shortage is real and will continue so for some time. 

Paradoxically enough, with all manner of difficulties 
in the manufacturing end, shoemakers are more san- 
guine, more hopeful of the future than for many months 
past. 


The Fashion Outlook 


[CONTINUED FROM PAGE 30] 


as you don’t need to be told, if properly constructed are 
an asset to any shoe department. 

Promoting leathers in relation to definite patterns is 
a way to give new style meaning to repeated patterns as 
well as a means to promote types of leather for types of 
clothes. Relating the leathers you have to sell to ready- 
to-wear will help to put across the idea of style interest 
in varied leather surfaces in Spring shoes. 

Although we have put the accent on leathers in this 
article, there are some pattern treatments which should 
also be promoted this Spring. First, remember that 
there is a trend to untrimmed shoes, to the sleek, smooth- 
looking shoe. Second, begin to watch a new feeling— 
very limited and high style, as yet—for closed toes com- 
bined with open backs. We shall have an article on this 
trend in a January issue. 

Among the striking changes in men’s and children’s 
and, to some extent, in women’s shoes noted by leading 
retailers is the increased use of plastic and composition 
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Dress-Up Shoes Compete in Ads 


[CONTINUED FROM PAGE 43] 


last i- now an established shoe style recognized for its 
comfort and youthful flattery.” ($8.95.) 

Coast to coast, patents receive attention, alone or in 
“general” ads. Hahn, Washington, calls it “Mirror of the 
night . . . gleaming so brightly that they seem almost 
Juminous . . . reflecting every night-light . . . they lend 
gaiety to those precious moments when you are with him.” 
($6.95.) Burt’s, Chicago, emphasize “Black patents! . . . 
Glittering beauty on your feet! Proud patent leathers in 
the newest modes for your Winter ensembles.” ($3.99.) 
Famous-Barr Co., St. Louis, calls patent “a lustrous addi- 
tion to your short dinner dress . . . graceful footnote for 
your holiday festivities.” ($14.95.) In San Francisco. 
H. Leibes & Co. see a “Flash of lightning in patent 
there’s a holiday air about these new patent leathers that 
gives sparkling gaiety to daytime dresses, short dinner 
dresses, black street suits.” ($9.95, $13.95.) Krupp & 
Tuffly’s, Houston, feature two patent groups at $4.95 and 
at $12.95, $13.95 . . . “Sparkling, new and original de- 
signs . . . ready for your selection now.” 

Space permits only a highlighting of the ad coverage. 
with copy extracts that may be suggestful to you, and a 
general indication of trends in promotions, with accent on 
highlights as revealed through a review of ads from across 
the country. With that thought in mind we turn to suedes. 
Vogue, Houston, offers, “For the young in heart—enchant- 
ment in Suede . . . that disarmingly young and feminine 
look captured in lavish black suede—in models gay and 
enchanting and irresistible.” ($10.95.) Garfinkel’s, Wash- 
ington, features, “Black suede cut for compliments—that 
wonderful D’Orsay cut that dips low at the sides, age-old 
trick to make ankles slimmer . . . and short vamps to sub- 
tract ‘inches’ from the length of your foot.” In Baltimore, 
Wyman says, “You'll need a pretty shoe—holidays ahead, 
furloughs coming up—you'll want just pretty but practical 
pumps as these.” In Dallas, Neiman-Marcus features 
“Beautiful Butternut Suede . . . complement to your furs, 
your suits, to all bright colors.” ($12.95.) 

Among the style ads are several others that hold good 
suggestions, Florsheim, Chicago, featuring “Enduring, en- 
dearing, genuine reptile . . . long-lived lovelies that will 
serve you faithfully through a long and beautiful future.” 
Joske’s, San Antonio, suggests that On Your Feet For 
Victory you wear “Genuine Calcutta Lizard—styled for 
today with an eye for tomorrow. Genuine lizard shoes 
have a beautiful future through many a ration period to 
come.” Roos Bros., San Francisco, sings, “We've got the 
blues . . . for dancing, blues for the theatre, blues for fur- 
lough fun. Navy blues in soft, sophisticated suede. Roos 
Bros. brings you this exciting new note in dress pumps. 


They'll lend a ‘different’ touch to your costumes ... wear 
you long and well.” I. Miller offers a good reason for 
thoosing their shoes, “I. Miller fashions Live . . . Like 


classics that are timeless, these I. Miller shoe fashions are 
never dated. Mark their simplicity, their unfailing taste 
that outlives fads and fancies. This year or next (or four 
years hence) these are styles you will wear with confidence 
and pleasure.” ($11.95 to $16.95.) 

The Hecht Co., Washington, uses a full page to advise 
that their “Nationally famous footwear keeps the American 
family on its feet.” Good copy in Geuting’s, Philadelphia. 
ten-rationed shoe’ ad. “Pioneering moderns discover 
Ration-free shoes . .. Where else but Geuting’s would you 
expect to discover such quality AND quantity in these 
easy-going, fun but functional little shoes?” 
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An unswerving 


J & M Suoes have always been the 
best shoes it is possible to make. And 
they always will be. There are no 
detours from this unswerving policy. 
It has been our bible for almost a 
hundred years. Upon it we have built 
the J & M reputation for fine quality 


and master craftsmanship. 


J & M dealers find that this repu- 
tation has created a wide preference 
for J & M Shoes with men who place 
quality above price. 


JouHnston & MurpHy 
40-54 Lincoln Street, Newark 3, N. J. 








Trained Sales Staff Helps Meet Problems 


[CONTINUED FROM PAGE 26] 


Because of the additional hours that 
women now spend on their feet, it is 
important that they be provided with 
comfortable shoes. The conserved 
energy and better health gained 
through proper foot conditions are, to 
a great degree, dependent on the ex- 
perience and training of the shoe re- 
tailer and his sales force. This ex- 
perience isn’t gained by an easy or 
quick method; it takes months and 
years of ceaseless effort to acquire 
knowledge and skill. Mr. Goldman 
recognized the value of this type of 
experience and training many years 
ago. His own personal experience and 
training have been instrumental in 
balancing his customers’ desires with 
the products available from the manu- 
facturers. 

He has proven that the benefits of 
close cooperation with the manufac- 
turer are shared with Blum’s cus- 
tomers. Some years ago, Mr. Goldman 
reported, he purchased a trial order 
of assorted sizes of a last which had 
won a reputation as a big seller in a 
New York outlet. When this last was 
offered to customers at Blum’s and at- 
tempts were made to fit them, the cus- 
tomers’ reactions and comments were 
observed. It appeared that the last was 
not meeting with a ready acceptance, 
and the manufacturer was invited to 
come to the Blum Store and participate 
in the study. He accepted the invita- 
tion, saw the care and thought that 
were devoted to marketing his product, 
and immediately adopted Mr. Gold- 
man’s suggestions for changes in the 
last. This resulted in a shoe that could 
be correctly fitted and one which later 
became a popular selection of Blum’s 
customers. 

Many shoe retailers are struggling 
with training methods for educating 
inexperienced employees. While in 
manufacturing there is often consider- 
able loss in time and spoilage where 
untrained help is used, in shoe retail- 
ing it is also necessary to guard against 
the dissatisfaction of customers from 
poor fit. Faults in fitting increase the 
volume of exchanged merchandise 
alarmingly. At Blum’s, experience 
prevent such from being the case, 
during 1943 their sales reached an all- 
time peak and exchanges fell to their 
lowest ebb. 

The men and women under Mr. 
Goldman’s_ supervisién all received 
their training in the anatomy, construc- 
tion and functions of the foot. They 
are familiar with the different types 
of feet and are quick to recognize un- 
usual foot conditions. All have mastered 
the science of fitting. They are able 
to apply. their knowledge of the mate- 
rials and construction of shoes to foot 
comfort. They know the various lasts 
and corrective factors ‘that make up 
proper fitting, but equally important, 
they know leathers, styles and human 
nature. 


66 


Blum’s men have an intense interest 
in their work. It is easily understand- 
able when you talk with Mr, Goldman 
and discover that his quiet, modest 
and enthusiastic manner is readily con- 
tagious. It is reflected from the entire 
sales force of the department as they 
move about serving their customers. 

Another interesting policy of the 
Blum organization is that of con- 
stantly striving to introduce and 
sponsor something new in women’s 
fashions. During the Summer of 1943, 
when many retailers were concerned 
about stock shortages, Blum’s were 
among the first to introduce plastic 
soled, ration-free fashion shoes. This 
particular style has become popular in 
Philadelphia and has helped Blum’s to 
supply at least part of the enormous 
increase in their customers. At the 
same time it demonstrates’ how an up- 
to-the-minute shoe department can be 
helpful in making new products avail- 
able during critica] times. 

It is interesting to see how experience 
and confidence of the personnel make 
a success of the shoe department. The 
quick glance at a foot, the short in- 
spection of the sole of a shoe for ab- 
normal wear, are the telltale marks 
of people who know their jobs. 


Legs Show in °44 
[CONTINUED FROM PAGE 37] 


welts, some types of unlined shoes, and 
many heavy weight stapled construc- 
tions that might pull at the heel caused 
excessive casualties in sheer silk stock- 
ings. When nylon stockings appeared 
like an answer to a maiden’s prayer, 
the same women who had refused for 
years to wear anything but the lighest 
type turns and new process construc- 
tions, now returned to the wearing of 
welts. 

Before Pearl Harbor this change be- 
gan to be felt in shoe sales and hosiery 








Might help ease the shoe shortage. 


sales as well. Women donning uj 
forms with the approved welt servig 
shoes found that nylon stockings wou 
give excellent service with they 
heavier shoes. But when nylons wep 
no longer available, sheer silks and th 
first versions of sheer rayons were fy 
from satisfactory. The first G. 1. stoc. 
ings for the WACs were of raym, 
and the 1942 stocks gave the gir 
plenty of grief. But that is not » 
today. The new cotton and raym 
hosiery for women in the service js 
vastly superior to those first raym 
stockings. And women generally noy 
wear the proper weight stockings tha 
will give wear with their welt walking 
shoes. 


Another Big Change Coming 


The rumblings are just being hear 
now but it is easy to discern the signs 
of something about to happen to stock- 
ings that will mean better business and 
bigger profits and more new customers, 
Not just nylon coming back, wha 
women’s legs are once more given 
priority. No, something even mor 
revolutionary is happening to hosiery 
that will not wait for peacetime ani 
post-war developments. 

Long before 1939 they made a pat- 
tern for this change in Paris. With 
sports clothes such innovators 
Schiaparelli and Creed and Molyneu 
showed hand-knit wool hose and heavy 
tweed knits and ribbed lisle stockings 
in the most shockingly bright colors. 
Then in 1940 they tried to revive pale 
colors in stockings for evening. Noth 
ing happened. But Fifth Avenue stores 
did a small volume of business m 
browns, silver fox and midnight blue. 
Actually these colored stockings in 
sheer chiffons did not look like colored 
stockings—just a thin film of color m 
the leg. 

After all, sheer sheer stockings 
whether they be silk, nylon or rayon 
are chameleon like—they take on the 
skin hue of the leg they color. They are 
not the practical nor pretty medium 
for colors which must maintain a cer- 
tain density of hue. So it is not sur 
prising to see heavier lace weaves and 
interesting new mesh stockings, ané 
heavier denier rayons as the exponents 
for the new rush of color to the legs 

These augment the colored sports 
stockings in lisle, cotton and rayo 
mixtures and wool, they look simply 
wonderful in bright reds, greens, blues, 
purples, to match brief kilted plaid 
skirts and sweaters. There are als 
those lighter tones of Mexican pink 
and pimento red and turquoise, it 
stockings ‘matched to cotton pullovers 
and stocking caps. These are plait. 
striped or patterned. Worn for skat- 
ing, and as campus togs. 

If this goes on the fashion mag 
will be talking about the strong it 
fluence of the hosiery mode on the co 
tume. The stores. started to make th 
story come true by holdiday advertising 
of colored stockings. Lord and Taylor 
has shown a rank of windows featur 
ing these colored stockings. 
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check on No. 18 and Airplane coupons 
wrned in during the past month. Ap- 
proximately 60 per cent have been No. 
18. 

Througheut the area dress shops 
are reporting a fairly active business 
in evening gowns, yet shoe dealers 
declare the evening slipper business 
to be so quiet as to be practically 
dead. One of the best known dealers, 
operating high class shops through- 
out the state, feels that women are 
wearing evening slippers of other 
years, cleaning them up or having 
them dyed to match the new gowns. 
At any rate, the new coupons are not 
being spent for fragile evening slip- 
pers. 

When rationing first went into ef- 
lect women rushed down to be fitted 
in a comfortable walking shoe. Now 
the demand is for dress shoes. There 
has been a terrific run on reptiles of 
every kind. The shain stores have 
featured imitation reptiles and have 
done well with them. Nankin’s, on 
East Flagler Street, had a nice run on 
a genuine watersnake sandal selling 





at $6.95. Richards cleared their stock 
of reptiles priced from $20 to $27.50. 
Some of their matching bags sold as 
high as $95.50. E. J. Sanders, man- 
ager of the Crittenden Bootery Co., 
operating in Miami, Palm Beach, 
Tampa and Jacksonville, lists popular 
reptiles in the higher priced brackets 
thus: First: alligator. This is a native 
of Florida and has always been a 
favorite. Its soft grey and black mark- 
ing makes it a practical shoe for wear 
With any color; always good looking 
it complements royal, red, green. 
White or black equally well. 

Second: lizard in black and white. 
md for the same reason that makes 
the alligator popular. 

Third: brown lizard. Fourth: black 
make. 

Black patent continues to be active, 
tad some shops report an almost com- 
fete sellout. White this past month 
has not reached the top where it will 
be within a few weeks. But all deal- 
@s are looking for a tremendous 
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[CONTINUED FROM PAGE 58] 


volume in white throughout the win- 
ter. 

Dealers are amazed at the volume 
of dark shoes moving. Never before 
has there been so much demand for 
black and brown. In part this is at- 
tributed to the great numbers of ser- 
vice men who have brought their fam- 
ilies to this area, and because they 
may be relocated at any time, it is 
safer to spend coupons for a shoe that 
can be worn in the North. 


Some shops are reporting a heavy 
volume in plastic and synthetic soles. 
Velvet and gabardine used on these 
soles sell well. 

An interesting note throughout this 
locality from many shoe dealers is 
the falling off of returns. Women are 
paying more attention to proper fit- 
ting at the time of purchase. Gasoline 
shortage and transportation difficul- 
ties in general make it not so easy to 
run into town for an exchange. Then. 
because of the marked trend toward 
better shoes, there is less danger of 
ill-fitting footwear. 

Black and colored bows to be 
clamped to the vamp are active. A 
colored bow will change the appear- 
ance of a shoe, and women have been 
interested in the ease with which such 
changes may be made. 

There has been a strong demand 
for smart shoes in black calf as well 
as in patent. 

Some dealers are distressed over 
the situation with regard to children’s 
shoes. Many stocks are low, and there 
are difficulties in connection with 


keeping a good selection on hand. 
* * * 


SLIPPERS STRESSED IN 
ST. LOUIS STORES 


SLIPPERS have been highlighting 
the scene in Saint Paul shoe stores. 
While slippers are usually given a 
good play at this season, an unusual 
interest in them is manifested by the 
public this year. Stores are following 
up the demand and stimulating it by 
offering an excellent varied selection 


which they display prominently in at- 
tractive settings. 

Field-Schlick focuses attention on 
slippers by presenting a gay slipper 
table at one end of its shoe section on 
the street floor. Here slippers of all 
colors and in a variety of styles are 
shown. Just back of this table is a 
large slipper nook, separated from 
the main section and outlined with low 
partitions into which comfortable up- 
holstered seats have been built in 
davenport style. One style that has 
had good sale is a platform slipper, 
in many-colored flowered faille and a 
black, with a bright red lining. 

The spacious new shoe department 
of the Emporium has a permanent 
slipper bar in the center of the sec- 
tion. This has been accented by dis- 
plays of many types of slippers, from 
good-looking, well made wooly shear- 
lings to gracefully-lined glove-soft 
kidskin with patent leather backs 
which have a full leather lining, a 
comfortable walled toe and a hard 
leather sole. Children’s bootee slip- 
pers have been moving well. Soft fur 
cuffed ones sell at $2.50. 

Men’s slippers have been receiving 
much attention. Perhaps because 
there is in general more staying at 
home evenings these war days, 
father’s comfort in soft easy to slip 
on footwear for the home is evidently 
being considered. As in shoes, quality 
merchandise is sought in slippers. 
Well known makes are having good 
sale. 

The Emporium is offering a num- 
ber for the men in service. Barrack 
slippers which come in khaki or navy. 
excellent sales items. 


have become 


These are shearling lined with padded 
sole and heel, made up in fine quality 
material. 

The Emporium has placed one line 
of slippers in its notions section, so 
popular has soft footwear become. 
These are of chintz in gay colors, and 
are wrapped in cellophane. They are 
quilted, with open toes, designed for 
use as bedside slippers. 
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New York. — Confirming rumors 
that had been current in the trade for 
several weeks, Guy E. Manley, presi- 
dnt of the National Boot and Shoe 
Yanufacturers Association, announced 
m December 22 the appointment of 
Wiliam W. Stephenson as executive 
vice-president of the association, effec- 
tive as of February 1, 1944. Mr. 
Stephenson will succeed Jay Otis Ball, 
who resigned recently as executive 








head of the association to enter indus- 
trial relations work. 

Simultaneously with the announce- 
nent of Mr. Stephenson’s appointment 
ty the president of the National Boot 
and Shoe Manufacturers Association, 
the Office of Price Administration in 
Washington announced his resignation 
us Chief of its Shoe Rationing Branch, 
aposition he has held since shoe ration- 
ing became effective on February 7 of 
this year. In a statement covering his 
resignation Mr. Stephenson said: 

“I shall leave OPA officially on Feb- 
mary 1, 1944, almost one year from 
the date when shoe rationing became 
fective. During that year several 
wistanding things have been accom- 
jlished, thanks to the all-around team- 
work between government and indus- 
ty. The co-operation of the trade and 
other war agencies has made it possible 
for us to set up and operate a simple, 
practical rationing program. 

“The excessive buying of late ’42 
Was just in time to check supply. The 
tegilar ration has been adequate for 
most people, and special shoe stamps 
lave taken care of the extra needs of 
gtwing children and others who are 
‘specially hard on shoes. Certain non- 
essential shoes that have been released 
fm rationing have offered extra 

to consumers and relieve frozen 
sek problems in the trade. 

‘These and other things can be 
beinted to as worthwhile achievements, 
and in leaving to accept my new duties 
with the NBSMA, I again wish to ex- 
press my appreciation of the co-opera- 
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Resigns as Chief of OPA Shoe Rationing Branch to Succeed Jay O. 
Ball as Executive of Manufacturers’ Group. 





W. W. STEPHENSON 


tion that has existed between OPA and 
the shoe trade. 

“This co-operation will continue. 
Shoe rationing is in good hands, and 
the shoe industry has shown an excel- 
lent public-spirited attitude.” 

Appointment of Mr. Stephenson was 
unanimously approved by the Board of 
Directors of the National Boot and 
Shoe Manufacturers Association fol- 
lowing presentation of his name by a 
nominating committee. It is believed 
by members of the association that Mr. 
Stephenson’s wide acquaintance in both 
the manufacturing and retail branches 
of the industry, together with his inti- 
mate understanding of procedure and 
background of Governmental contacts, 
will be of particular value and benefit 
to the successful operation of the As- 
sociation’s activities. 

Mr. Stephenson has had more than 
twenty years of practical experience in 

[TURN TO PAGE 75, PLEASE] 


Siephenson Named NBSMA Vice-President Cooke Heads 


Buffalo Group 


BUFFALO, N. Y.—Organization condi- 
date George W. Cooke defeated Robert 
L. Holmes, write-in candidate, for the 
presidency of the Greater Buffalo Shoe 
Retailers’ Association and Affiliated 
Shoe Trades, by thirty-five votes re- 
cently. This was a testimonial vote of 
confidence given Mr. Holmes since he 
was not aware that he was being 
drafted for the presidency. 

Harry J. Deters, who has been busi- 
ness manager and financial secretary 
for the past ten years, was not a con- 
didate for reelection. His successor will 
be named at a special meeting of the 
board of directors. Mr. Deters refused 
to continue in office. 

The new officers and directors elected 
for 1944 are as follows: George W.: 
Cooke, president; Willard Lewis, vice- 
president; Oliver LaReau, secretary; 
Benjamin Etkin, treasurer; George L. 
Seifert, Fred Manning, Clarence I. 
Lanich, Michael Santercole, Robert L. 
Holmes, Benjamin Thome, Car] Lind- 
strom, Robert Smith, Herman Meyer 
and Charles W. Reis, city directors; 
Raymond J. Fitzgerald, Niagara Falls; 
Donald Kenney, Lockport; Frank 
Measer, Williamsville; Raymond Emer!- 
ing, Hamburgh, and Frank Panzica, 
Lancaster, N. Y., county directors. 





Shoe Sales Up in San Jose 


San Jose, CALIF.—Retail shoe stores 
in San Jose are enjoying the greatest 
volume of sales in history, according 
to many of the leading dealers. Qual- 
ity shoes are commanding the best sales 
among both men and women, who 
gladly pay high prices in order to ob- 
tain the type of merchandise desired. 

Black and brown are leading in 
popularity, although red, green, and 
blue are in considerable favor, with 
many stores unable to supply the de- 
mand owing to the scarcity of the de- 
sired colors. 

Non-rationed shoes, which local re- 
tailers are featuring in a wide range 
of styles, are commanding tremendous 
sales. 
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TARSO - SUPINATOR 
reg. U. S. Pat. Off. 
CORRECTING 
FLAT FEET 


in Children 


We realize the Importance 


of children’s shoes that can only be filled by 
prescription; but we are unable to supply the 
many frantic appeals for TARSO-SUPINATOR 
and CLUB FOOT Shoes. We hope relief mea- 
sures will soon be taken, permitting us to ship 
all your most necessary requirements. 


MARKELL SHOE COMPANY 


4715 Thirteenth Avenue 


Brooklyn, N. Y. 
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To Discuss Vital Topics at MASRA Meeting 





Management Committee Plans Interesting Program for Convention 
in Philadelphia January 16, 17 and 18—Expect Large Attendance. 
Stephenson and Quimby to Speak Monday. 


PHILADELPHIA — The Management 
Committee of Middle Atlantic Shoe Re- 
tailers Association met at the Benja- 
min Franklin Hotel Sunday, December 
5, with Murray S. Rolfe, President and 
Chairman of the committee, presiding. 
The detailed program for the coming 
War Conference was discussed. 

William W. Stephenson and Harold 
Quimby of the Shoe Rationing Branch 
of OPA, will be speakers at the Mon- 
day, January 17, conference luncheon. 
An expected honor guest at this lunch- 
eon will be Owen W. Metzger, newly 
elected president of the N.S.R.A. 

The display committee made an in- 
teresting and encouraging report, and 
it was stated that at this early date, as 
many wholesalers have reserved dis- 
play space as the entire number at the 
show last year. It is anticipated that 
a good many good-will displays will be 
made by manufacturers. Those exhibi- 
tors who plan to arrive earlier than 
Sunday are asked to notify hotel and 
say what room M.A.S.R.A. has re- 
served, also ask for change in date of 
arrival on hotel’s list. 

Of great importance at this meeting 
was the discussion of two important 
points vital to the entire shoe industry. 
One was the necessity that something 
be done to see that rationing doesn’t 
do a quick fadeout after the war and 
leave large stocks of wartime shoes on 
the merchants’ shelves. The other was 
the problem of stock replenishment 
under today’s condition of merchandise 
scarcity. 

Questionnaires were sent out by the 
association some time ago requesting 
dealers to write back, telling what 
questions they are going to expect to 
have answered at the War Conference. 
These questions were boiled down to 
nine, and they were discussed at the 
meeting. They are the following: 

1. Can post-war planning be made 
without the retailers’ participation? 
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Dates to Remember 


Middle Atlantic Shoe Retailers’ 
Association Convention, Benja- 
min Franklin Hotel, Philadel- 
phia, Pa. January 16, 17, 18, 1944 


Buffalo Shoe Show, Hotel Statler, 
Buffalo, New York. 
January 30, 31, 1944 


Central Pennsylvania Shoe & 
Leather Association banquet, 
Hotel Abraham Lincoln, Read- 
ing, Pa. April 14, 1944 





2. Since 16% of stores in the United 
States have ceased being in business 
since Pearl Harbor, what are the shoe 
merchant’s chances to carry on? 

3. Why am I not getting my share 
of shoes? 

4. Is it true that my allotment is 
passed on to larger accounts? 

5. Am I included in the manufactur- 
er’s post-war plans? 

6. What plans have manufacturers 
made for shipping my full allotment in 
the next six months? 

7. Are manufacturers sacrificing my 
quota and taking on new accounts? 

8. Why are some dealers getting 
shoes, while others are having serious 
difficulty? 

9. Can I depend on my present 
source of supply to replenish my stock 
after the war? 

The meeting was called to order at 
2 o’clock and adjourned at 5 P. M. 

Following are M.A.S.R.A. exhibitors 
listed to date: 

David Abrahams, Baris Shoe Co., 
Best Shoe Co., Bett Shoe Co. 

Boot & SHor REcorpER, Brooks Shoe 
Co., David Brown Shoe Co. 

Carmo Shoe Mfg. Co., Clickstein 
Shoe Co., Commonwealth Shoe & Leath- 
er Co., Conformal Footwear Co., Cradle 





te 


Heel Tred, Creative Footwear, Crescen; 
Shoe Co., Curtis Shoe Co., Curtis 
Stephens-Embry Co. 

Daly Bros., Dia-Tred Shoe Co., Dixon 
Shoes, Daetsch & Woodward, Dixop. 
Bartlett Co. 

Felco Shoes, Freeman Shoe Corp, 

Gale Shoe Mfg. Co., Garfield & 
Rosen, Gordon Reuben Shoe Co., Goody 
Shoe Co., Gould Bros & Starr, Juliys 
Goldstein & Sons Co., S. L. Goldstein, 
Green Shoe Mfg. Co. 

Hannahson’s Shoe Co., J. Heilbrunn 
& Sons, Highland Shoe Co., X-Hill é 
Dale Sport Shoes. 

Ideal Shoe Co., International Shoe 
Co., Nathan Jacobson Shoe Co. 

Kay Shoe Co., M. Kolker & (Co, 
Krischer Rogers & Fischer, A. Krome 
& Co. 

Lester Pincus Shoe Corp., 
Brothers Shoe Co., Inc., 
Levine, Lion Shoe Co. 

Madison Shoe Co., S. J. Maistrosky, 
Marion Shoes, Bob Martin Shoes, A. 
Meltzer, Midland Shoe Corp., Miller 
Shoe Co., D. Myers & Sons, Inc., Mar- 
don Shoe Corp., Boris W. Moss, Mor- 
ris Shoe Co., National Retailers Mutual 
Insurance Co., Nu-Way Shoe Co., Inc. 

Lester Pincus Shoe Corp., Prome- 
nade Shoe Corp. 

Reuben Gordon Shoe Co., Rockabye, 
Clog. 

M. J. Saks Shoe Corp., Samuels & 
London, A. Sandler Co., Schaeffer 
Bros., The Scholl Mfg. Co., The Shoe 
Buyer, Shoe and Leather Reporter, 
Sportster Londonaire Bootmakers. 

Thalheim Shoe Co., E. E. Taylor 
Corp. 

Vanity Shoe Co., Victory Footwear 
Sales Co. 


Levey 
Al and Sol 


Walkin Shoe Co., Thomas Ward 
Shoes, Wearwell Shoe Co., Welt-0- 
Pedic Shoes. 


Opening New York Office 


MILWAUKEE, Wis.—Leonard Cohen 
of Marilyn Shoe Company is opening 
an office in the Marbridge Building, 47 
West 34th Street, New York City. Ross 
Myers, formerly representing Virginia 
Shoe Company, is now contacting the 
trade in Indiana, Ohio and West Vir 
ginia for Marilyn Shoe Co. 
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Brovn Reports 
Peak Volume 


| 
Sr. Louts.—In a letter to stockhold- | 
ers accompanying the 65th annual 
statement of Brown Shoe Company, 
Inc., covering the fiscal year ended 
October 31, 1943, President John A. 
Bush said: 


“The largest volume in both pairs 











Taxes pe: share of Common Stock aie 
fe the last five yoars 





HEYWOOD 


America’s leading stores have for years looked 
to Heywood to make fine shoes for them on 
an exclusive and semi-custom basis. 

These stores know shoe quality as no lay- 
man can ever know it. 

Naturally, they would trust only a boot- 
maker recognized as one of America’s very 
finest to create the quality footwear for which 





























Two interesting charts which accom- 
panied the Brown Shoe Company state- 
ment. Top chart shows graphically the 
breakdown of manufacturing and dis- 
tributing costs; the one below it traces 
the increase of taxes in terms of common 
stock throughout the war years. 


and dollars ever produced in the history 
of our company was manufactured, sold 
and shipped in 1943. 

“Earnings on the common stock fig- 
ure $3.98 per share, after all taxes and 
afurther inventory reserve of $250,000 
{approximately $1 per share). This 
amount added to previous reserves 
now makes a total inventory reserve of 
$750,000. 

“Taxes, of course, claimed a still 
larger percentage of gross profits, and 
figure, including social security, over 
$14 per share on the common stock. 

“Labor costs also are higher. While 
tates of pay are frozen, numerous ad- 
justments in substandard jobs, un- 
earned wages in.teaching beginners 
employed to take the place of those 
drafted or going into war plants, have 
increased costs considerably over pre- 
Vious years. 

“Renegotiation under our govern- 
ment contracts is proceeding satisfac- 
torily to the company. 

“The last quarter of the year has 
been most difficult because of the re- 
duced supply of raw hides and various 
Materials, plus a shortage of man- 
Power. There is every indication that 
Gvilian shoe production may be further 
curtailed until the close of the war. 

“Military footwear for the United 
States Government during 1943 
Mounted to approximately 16%% of 
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they are known . . « Heywood! 

When you see the Heywood label on a pair 
of shoes you know that you, too, can trust the 
quality it represents. 


THE HEYWOOD SHOE 


macdely the Hlouse of le wood in Woveester, Mass.,since4 864 
| 7 tA 


Makers of the famous Matrix Shoes for Men 








our entire output in dollars, and 12% % 
in pairs produced, and should continue 
at about this rate until cessation of 
hostilities. 

“We honor 1782 of our personnel 
who have entered the Armed Forces, 
and if the war continues more will 
answer the call. We regret to announce 
that we now have five Gold Stars, 
men who have given their life for their 
country. To the families and friends of 
these boys we extend sincerest sym- 
pathy. 

“We are submitting to our stock- 
holders for their ratification a profit 
sharing retirement trust plan adopted 
by our Board of Directors. This is fully 
outlined in the Proxy Statement, and 
we believe a much needed contribution 
to this business and one that will im- 
prove employee interest, especially 
among those who under today’s con- 
ditions find it increasingly difficult to 
provide for retirement. 

“Our manufacturing plants have 
been kept in the best condition possible 
with limited wartime replacements. In 
fact our battery of fifteen shoe fac- 
tories, general supply plants, carton 
factory, general sole leather cutting and 
manufacturing plant, and sole leather 
and upper leather tanneries are in 


splendid shape to produce shoes eco- 
nomically after the war.” 


Bernheim Re-elected Chamber 
Of Commerce Head 


HOBOKEN, N. J.—At the annual elec- 
tion and dinner of the Chamber of 
Commerce, held recently, George B. 
Bernheim was re-elected to serve his 
second term as president of the organ- 
ization. A record attendance marked 
the occasion, at which the Chairman of 
the Board of R. Neumann & Co. was 
inaugurated for what he declared 
would be his final term as head of the 
Hoboken civic organization. 

George B. Bernheim devotes consid- 
erable time to many patriotic and 
philanthropic endeavors and is promi- 
nently identified with New York City’s 
community interests as well as also be- 
ing a member of national boards affili- 
ated with the war effort. 





Ensign Robert Stern Married 


CINCINNATI, O.—Ensign Robert Da- 
vid Stern, USNR, son of Joseph Stern 
of United States Shoe Corp., was mar- 
ried recently to Miss Lucille Klau. The 
wedding took place in New York City. 
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it's In Tune With The Times 





<3 REASONS WHY YOU MUST COME TO PHILADELPHIA 


To The M.A. 8S. R. A. 30th Annual Meeting 
and War Conference, JANUARY 16, 17, 18, 1944 
BENJAMIN FRANKLIN HOTEL 

1. Best All "Round Shoe Show In America 


2. M. A. S. Retailers Shoe 1/3 Of The Nation 
:B. Meet Your Brother Shoe Men With A Minimum of Travel. 


MIDDLE ATLANTIC SHOE RETAILERS ASSOC. 


PENNSYLVANIA, NEW JERSEY, DELAWARE, MARYLAND, VIRGINIA, DISTRICT OF COLUMBIA 
3RD FLOOR—1!429 SHEFFIELD ST., PITTSBURGH 12, PA. 


PHONE CEDAR 5148 

















Slippers Scarce in Boston Stores 





Demand Started Early and Stocks Exhausted by End of Christmas 


Rush—Inventories in Better Condition Than Last Year. 


Boston, Mass.—The Christmas shop- 
ping season ended in Boston with large 
numbers of frustrated women, and 
some men, going from store to store 
in a vain hunt for house slippers, the 
traditional footwear Christmas gift. 
In normal years this slipper buying is 
done during the last two weeks before 
the holiday. This year, the demand for 
slippers started in October, earlier in 
the suburbs, and by the time really cold 
weather arrived, store stocks were 
nearly exhausted. 

Demand this year centered around 
two styles of slippers—the basic pom- 
pon type with hard soles, and the type 
lined with sheepskin which replaced in 
favor the flannel-lined slipper of other 
years. Merchants reported that they 
were unable to fill the demand and that 
replacement orders, sent to factory and 
wholesaler as early as last September, 
had not been filled when the Christmas 
rush began. 

Women’s shoe business continues to 
be fairly good, though there have been 
exceptionally cold days recently when 
trade has fallen far below the same day 
last year. Most in demand at the mo- 
ment are the heavier types of walking 
shoes with low heels. Second are dress 
types with 20/8 heels. Third are play 
shoe types which are being used either 
for housewear or as a substitute for 
house slippers. Surprisingly, the de- 
mand for brown shoes continues to hold 
up. They are, it is reported, much 
more popular than black; the explana- 
tion apparently being that brown is a 
more suitable shoe color for wear with 
most fur coats. 

The season did not bring with it any 
sharp increase in the sale of either 
men’s or children’s shoes—the demand 
for the latter of which has been some- 
what greater than the supply for some 
time, anyway—nor was there any rush 
to buy ski boots and shoe skates. 

Federal Reserve Bank figures show 
that the combined sales of women’s and 





He Ain’t in Miami 





“Somewhere in the U.S.A.," Ray Good- 
ridge, who headed BOOT AND SHOE 
RECORDER'S news staff before he joined 
the Army Air Corps, trains for a pilot's 
job and looks like he enjoys it. An out- 
door chap by nature, he flew planes in 
civilian life, rode motorcycles all over 
the map, sailed boats on Long Island 
Sound, performed weird tricks with gaso- 
line motors to make ‘em run faster. Cen- 
sorship forbids publication of news about 
troop movements, but he sure was bun- 
died up te go somewhere when they 
snapped this photograph. 





children’s shoes in October of this year 
were 9 per cent below those of last 


year; and that sales of men’s and boys’ - 


shoes were 19 per cent off. 

A mixed picture is presented by re- 
ports from retail stores as the year 
ends. Generally speaking, stores which 
specialize in orthopedic types of foot- 
wear and which have added no other 





—— 


lines to help them through the wa 
period, show little if any gain ove 
1942. Some of them consider that they 
will be fortunate if final figures reve! 
that they have held their own. Stores 
specializing in orthopedic and sity 
types have done better, some of then 
showing gains of five or six per 
cent. Others, either those with a mor 
general line of shoes, or those who have 
been constantly in the market for small 
lots of play shoes, slippers and related 
merchandise, show a larger increase 
which they attribute almost entirely to 
the lines which have been added and 
which, in normal times, would not have 
been carried. 

Inventories are reported to be in bet- 
ter condition than at this time last 
year. There is a larger proportion of 
basic, saleable shoes—an increase due 
to the fact that merchants have bee 
placing their orders much farther in 
advance than in other years in an at- 
tempt to insure a supply in advance of 
demand—rather a neat trick if it can 
be done in these days of long-delayed 
deliveries. A decided decrease in it- 
ventories of unsaleable and risky types 
is noted. 

“We have,” said one merchant, 
“many more good shoes in good sizes 
than we had last year. If we get the 
kind of weather which brings out shop- 
pers, our business will show a good i- 
crease during the next three months.” 


Obtain License for 
“Weighted Toe” 


Bronson, MicH.—The right to manv- 
facture and sell the “Weighted Toe” 
hosiery form has been acquired by the 
L. A. Darling Company from the Shoe 
Form Company, Inc., Auburn, N. Y, 
holders of the patents. This type of 
display stands by itself without need 
of support or attachment. Trowbridge 
H. Stanley, president of Darling, at 
nounces that production and distribv- 
tion will begin at once, and that the 
forms which will be made available t 
the trade will be constructed with nom 
critical materials at the Darling Plastt 
Piant in Coldwater, Michigan. 
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THe KIMEL SHOE COMPANY 


is happy to announce that 
MR. HARRY MOSS 


having returned from the 
Armed Forces, has as- 
sumed the post of sales- 
manager of the organiza- 


tion. 


Please direct all future 
orders and inquiries to the 


factory. 


KIMEL SHOE CO. 


417 EAST PICO 


From the 


PRospect 0502 Los Angeles 15, Calif. 














Makers of 


ESQUIRE AND KNOMARK 


Yualiti. Slyay 
PHAMTH SHi% 


KNOMARK MFG 


of Dee 
ESQUIRE 


Dy sf - \ 
PUUSHES ‘ 


CO.,.BROOKLYN, NN. } 





Open Drive Against Greedy “Squander Bug” 





Squander Bug window featured recently by Volk Brothers Co., Dallas, Texas. This 
window was prepared by the display department of the store. Materials are avail- 
able from the War Finance Division for use in similar displays. 


ain. The bug has a character and iden- 
tity of his own, and, appearing in all 
newspapers and magazines in England, 
he became a nationally-known figure. 
The Treasury Department is using 
the figure of the Squander Bug to pro- 
mote the sale of War Bonds and 


WAsHINGTON, D. C.—The Treasury 
Department recently opened a drive 
against the Squander Bug, the invisible 
and troublesome insect that gets into 
pocketbooks and causes needless spend- 
ing, along the lines of a promotion 
Which brought excellent results in Brit- 


rn 


Stamps, which, it says, the Squander 
Bug cannot digest, in contrast to its 
enormous appetite for dollars and 
cents. The campaign which will get un- 
der way shortly is hoped to starve the 
bug. 

Retailers are urged to feature the 
bug in all its greed in ads, window and 
interior displays. The window shown 
here was originated by Volk Bros., Dal- 
las, Texas. Its purpose was to deter 
those who have been buying unneces- 
sary merchandise, and to pursuade 
them to put that money into bonds and 
stamps. The window was done in vari- 
ous colors and the bug was shown in- 
dulging in a number of “out-for-the- 
duration pastimes”—gobbling dollars 
and elaborate dinners and weighted 
down by many Christmas purchases. 
Stores interested in using similar dis- 
plays may obtain materials—placards, 
streamers and cartoons—from the local 
offices of the War Finance Division. 





Colonial Salesman in Boston 


Boston, Mass.—R. L. (Mike) Stiles, 
of R. L. Stiles & Co., 315 Arch St., 
Philadelphia, who represents the Co- 
lonial Tanning Co. on their Patent 
Leather, Side Leather, Elk, and Split 


Divisions, recently spent a week at the ‘ 


Boston office going over various mat- 
ters with Kivie Kaplan and Archie 
Kaplan. Mr. Stiles’ three boys, two of 
whom were in business with him, are 
all in the Armed Forces. 
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| Commemorates 55 Years of Service 









pre 

it 
pre 
| ne 

| would 
i ee after th 
ear a: 
MEN'S SHOES | : 


At 


SFO OF Oe 6 eee Or ee 












































a 
Stephe: 
NBSM/ 
[oc 
the shoe 
niliar Ww 
tion and 
of natior 
Wilton L. Hawes, right, director and superintendent of the Stetson Shoe Co, As sal 
receiving 55 year service pin from President Stanley Heald. Footweal 
Rubber — 
pied pric 
aii SouTH WEYMOUTH, Mass. — Fifty- that of the custom shoemaker, hand Adminis' 
¥ | five years of service to one company is work with quality materials. As time ated wit 
WOMEN'S SPORTS | a record held by few men in industry, went on and shoe machinery was per- § Mises * 
oy | and it is with pardonable pride that fected, Mr. Hawes kept pace with its § @Pa<lty 
The Stetson Shoe Company presented growth. He helped install the ma- knowled; 
P R a 55-year service pin to its superin- chinery, and learned to operate it. He § "0US 
O M E N A D E | tendent and director, Wilton L. Hawes, worked on lasts and patterns, he marketi 
| recently, upon the completion of more learned how to grade upper and sole Prior 
| than a half a century of faithful and leather; in fact, he grew up with the United | 
JOY e SKIPS efficient service. In spite of the fact shoe business in general and The Stet- engaged 
| that he has already served 55 years son Shoe Company in particular. sales a 
STYLE 5515 cuituie tre | With the company, Mr. Hawes con- Mr. Hawes is the senior employee in oe 
$-5 to 9 12/8 HEEL | tinues to report for work every day and active service with the company. There toh 4 
M-3 to 9 LEATHER | puts in a full day’s work. are a few others approaching the 50- > he ” 
in STOCK SOLE It was on a bleak November day in year mark, and a large number have ba Go 
1888 that a young lad of 17 pushed more than 25 years of service. He was “ith th 
| cpen the door of a little shoe shop in elected a director of the company in The 
South Weymouth to take a job where 1915 and in later years became a di- h | 
he could learn the shoe business. He rector of Stetson Shops, Inc., which ra _ 
PROMENADE SHOE CORP. ; learned it, for today he is still working operated retail stores. eos 
118 WEST BROADWAY NEW YORK 13,N.Y. | at the job he took in 1888, except that Wilton Hawes was born in Wey- the eco. 
he is now factory superintendent and mouth July 23, 1871,° and attended in gen 
a director of the company that was only Weymouth Schools. His father was edge of 
s sae i. Bats | Te ies three years old when he first joined it. Bradford Hawes, a member of the quaint 
Many things have happened since Grand Army of the Republic and a people 
INNERSOLES that November day — panics, depres- well-known town official and Selectman him w 
tee ere eee sions and three wars; the little shoe. for many years. Mr. Hawes now lives to. unde 
shop has grown to.a mammoth day- in Newton, Mass., from which city he his nev 
light factory, the number of employees commutes every day to South Wey- 
has increased from 45 to more than mouth. 
500, the one line of shoes for men, The fine reputation for quality mer- Sees 
“Weymouth Grade,” now includes six chandise that the Stetson Shoe Com- Of L 
lines of men’s and women’s shoes. Sel- pany now enjoys is due in no small 
dom does one man have the opportunity measure to the training and experience CHK 
to be an active part of such a growth. of Mr, Hawes. His is the background Shoe F 
Recalling the early days of the Stet- of the true New England shoemaker, cembe! 
son Company, Mr. Hawes remarked and his knowledge and experience are on F 
that, in that first winter, the only heat rated high among the assets of The tresse 
WN: F238 o was from a stove for which the prin- Stetson Shoe Company and its many _ : 
Coif lee tgshite cipal fuel was leather scraps; as for retailer friends. . 
the firemen, “We all took turns stok- al 
ing the fire,” he said. There was little 
machinery in those days, so the shoe- Paper Packs a War Punch. The s 
making that Mr. Hawes learned was Don't Waste It! them 
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WANTED— 


CONTACT WITH A 


PROGRESSIVE SHOE MANUFACTURER 


who is planning for the post war period. 
developed a new method of constructing footwear 
that gives more comfort to the wearer. 
It is not an arch-support.. 
It is a sound improvement on 
present day shoemaking based on common sense 


protected. 
it revolutionary. 


needs of a healthy foot. 


wear as in other things. 


I would like my contact to be with a person who believes that 
after this war the public will expect improvements in foot- 


Address 913, Care BOOT & SHOE RECORDER 
100 East 42nd Street, New York, N. Y. 


OF SPRING + 


I have 


It is fully 
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SUMMER 
AND PATRIOTIC 
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Stephenson Named 
NBSMA Vice-President 


[CONTINUED FROM PAGE 69] 


the shoe business and is thoroughly fa- 
miliar with the development, produc- 
tion and merchandising of many types 
of nationally known footwear. 

As sales and district manager of the 
Footwear Division of the United States 
Rubber Company, a position he occu- 
pied prior to joining the Office of Price 
Administration, he was closely associ- 
ated with manufacturers and merchan- 
disers throughout the country. In this 
capacity, he acquired a comprehensive 
knowledge and understanding of the 
various phases of construction and 
marketing of shoes. 

Prior to his association with the 
United States Rubber Company, he was 
engaged in other manufacturing and 
sales activities. His practical back- 
ground and long experience in trade 
were definite assets in the development 
of shoe rationing and in the formula- 
tion of plans and procedure with vari- 
ous Governmental agencies concerned 
with the wartime control of footwear. 

The position to which Mr. Stephen- 
son has now been appointed will call 
for much all-over industry policy plan- 
ning and a thorough: understanding of 
the economic factors affecting the trade 
in general. Mr. Stephenson’s knowl- 
edge of industry, plus his personal ac- 
quaintance with hundreds of shoe 
people throughout the country, provide 
him with the qualifications necessary 
to,undertake the extensive activities of 
his new position. 


Sees Future Easing 
Of Leather Situation 


Cuicaco, ILtu.—The Greater Chicago 
Shoe Retailers’ Association held its De- 
tember meeting recently at the Morri- 
sm Hotel. The gathering was ad- 
dressed by Irving S. Florsheim, presi- 
dent of the Florsheim Shoe Company, 
who held out hopes that after another 
three months there may be an easing in 
the leather situation for civilian needs. 
The speaker outlined to the retail men 
the many difficulties which have con- 
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fronted the manufacturer during this 
past trying year, the many complications 
of production in the face of labor and 
material shortages. He held out bright 
prospects for the future of synthetic 
soles saying that, although the present 
cost of synthetics today is high due to 
limited production, there is every fa- 
vorable indication that in our post-war 
world substitutes for sole leather will 
be highly successful, and in all prob- 
ability, popularly priced. 

Although the prospects for civilian 
leather are not good for the early part 
of 1944, Mr. Florsheim believes this 
situation will later improve because 
packers have recently turned out more 
hides with the increase of animal 
slaughter, and also because there has 
been a greater importation of hides 
from South America. 

The high peak of demand from the 
armed forces has been reached, and 
since there is now apparently some- 
thing of a reserve stock for the gov- 
ernment needs, it seems likely that 
more leather will be made available for 
the civilian. 

Mr. Florsheim continued that he un- 
derstood that approximately 22 million 
hides will be allocated in Washington 
for consumers use in the coming 
year. Since both reclaimed rubber and 
synthetic rubber are now being used 
for army supplies as well as for Lend- 
Lease, there will be a smaller demand 
for leather from these outlets and, con- 
sequently, larger amounts available for 
civilians. 

Charles S. Crampton, district sales 
manager of the B. F. Goodrich Rubber 
Co., also addressed the meeting. His 
talk was of an educational nature, 
tracing the history of the early finding 
of rubber plants in the Americas be- 
fore the time of Columbus’s landing, 
the later development of large planta- 
tions and rubber’s eventual multitu- 
dinous uses commercially. Mr. Cramp- 
ton paid tribute to the large rubber 
companies which changed over their 
production so rapidly from the manu- 
facture of gum rubber products to the 
development of substitute materials. He 
pointed out that every bit of rubber 
footwear which has been delivered 
since early Fall has been either syn- 
thetic or reclaimed rubber. He asserted 
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DAETSCH & WOODWARD 











LIGHTWEIGHT, DURABLE CLOGS 
SHAPED TO CRADLE THE FOOT 
COLORFUL LACINGS 


BY LEADING STORES EVERYWHERE 


SEE THEM ON DISPLAY AT 
ROOM 1052 BENJ FRANKLIN HOTEL 
PHILA., PA.—JAN. 16, 17, 18 


REPRESENTED BY 


SAUL LITVACK 


47 W. 34TH ST. NEW YORK, WN. Y. 


SOLD 











that there is improvement to be noted 
in these substitutes almost from day 
to day and that the future will see re- 
markable strides in many fields where 
this type of material can be employed. 

The association has scheduled its 
regular monthly meetings to be held 
the second Wednesday evening of each 
month at the Hotel Morrison. 





William A. Martin 


MILWAUKEE, Wis.—William A. Mar- 
tin, 74, former president of the George 
Martin Leather Co., died at his home 
recently after six months’ illness. He 
succeeded his father as president of the 
leather company in 1920, and retired in 
1931 when the company was liquidated. 
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WOMEN’S SNOW BOOTS 


MELLOW ELK TANNED 
LEATHER 
$235 @ Two COLORS, 


WHITE AND 
SMOKED ELK 


















@ GENUINE 
SHEARLING 
CUFF 


@ PRE-WAR 
NO-MARK 
RUBBER SOLES 


STYLE 121 
SIZES 3-8 


ARNOFF SHOE CO.,INC., 101 Duane St.,N.Y.C 
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STROLL MOCS 
Men's Leisure Type 


@ TAN ELK UPPERS 


@ FLEXIBLE CON- 
STRUCTION 

@ CORD SOLE 

@ RUBBER HEEL 

@ HAND-SEWED 
EFFECT 


Sizes 6-12 


$1.95 


ARNOFF SHOE CO.,INC., 101 Duane St.,N.Y.C 








Take Over Shoe Store 


REDONDO- BEACH, CALIF.—N. Parvin 
and Paul P. Shopper have taken over 
the Lewis Boot Shoppe, which is locat- 
ed at 124 So. Pacific Bivd. 





Paper Packs a War Punch. 
Don't Waste it! 


Release Evening Slippers 
From Rationing 


WASHINGTON, D. C.—Amendment 48 
to Ration Order 17, effective December 
18th, released from rationing men’s 
patent leather shoes and extended non- 
rationing to include all types of wom- 
en’s and misses’ evening slippers which 
had been produced prior to December 
i8th. The same amendment brought 
under rationing ballet slippers made 
with cattle hide leather; it also revised 
the ruling on house slippers so that 
those made with outsoles or any grain 
leather other than cattle hide are now 
ration-free. 

The evening slipper and men’s patent 
leather shoe ruling concerns stocks of 
shoes which are considered to be small, 
following the ruling several months ago 
by WPB prohibiting the processing of 
leathers and materials for such pur- 
poses. Slippers with gold or silver up- 
pers were also released some time ago; 
the purpose being to prevent wastage 
of metallic leather in existence before 
the prohibition of its processing. The 
new amendment specifies metallic mesh, 
metallic fabric, brocade, crepe, moire, 
faille and material with sequin or rhine- 
stone applique. 





Educational Selling Stressed 
At Scholl Conference 


CHICAGO, ILL.—At a time when sales 
executives everywhere are becoming in- 
creasingly aware of the dangers in- 
herent in today’s “sellers’ market” with 
its laxity in service, quality, etc., the 
39th annual Educational Conference 
and Sales Convention conducted by The 
Scholl Mfg. Co., Inc., of Chicago pointed 
the way toward increased interest in 
educational selling. The conference, 
conducted at the Edgewater Beach 
Hotel in Chicago, comprised all mem- 
bers of the sales organization of the 


company and was conduct« i by p 
Wm. M. Scholl, president ari foun, 
of the Scholl organization. 

The exhibition demonstrate. the » 
tribution made by the Scholi comp 
to the war effort, both direct.y andj, 
directly. The various war essenfi) 
manufactured under prime co tracts} 
Dr. Scholl were shown and, a: the sa» 
time, the regular foot comfori remegj. 
and appliances had a place in the ¢ 
play, together with the story of hg 
these items, by improving  civiliy 
health and comfort and decreasing 9} 
senteeism, directly benefit the wa 
effort. 

The bulk of the conference way 
voted to educational meetings super. 
vised by Dr. Scholl and conducted jy 
E. C. Wellenkamp, Scholl educationg 
director. Lectures were also given by 
a number of prominent medical apj 
chiropodial authorities. The Sch 
sales representatives were impress 
with the fact that each item in th 
company’s line is designed for a speci 
purpose and it was emphasized to then 
that in making sales, the foot conditim 
to be relieved must be kept in mind ani 
the correct merchandise suggested. t 
is the company’s plan that each sale. 
man should have sufficient knowledg 
that the dealers on whom he calls may 
look to him with assurance as a quali- 
fied expert on foot relief through Dr, 
Scholl’s methods. 

In addition to the educational work, 
and the outlining of 1944 sales plans 
as presented by general sales manager, 
E. J. Hartung, J. A. Wagner, advertis. 
ing manager, and Charles P. Hanser of 
Donahue & Coe, Inc., advertising 
agency, outlined advertising plans for 
the coming year and promised a con- 
tinued strengthening of promotional 
work. 

This was the second such conference 
attended by the combined shoe store 
and drug store sales staffs. 








White in the Summer Shoe Picture 



















A Summer sandal of white suede kid by Standard Division of Allied Kid Company, 
with interesting cut-outs highlight the forepart. 


Vitality Shoe Company, $F. 
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Promotion Method Far-Reaching in Effect 





One of the billboards used by Herold's to reach customers in neighboring towns. 
This advertising has been most effective in drawing people to the Herold store. 


San JOSE, CALIF.—Chester Herold, 
of Herold Shoe Company, here, has 
worked out a method of reaching peo- 


ple in neighboring towns without 
offending any dealers. The idea is ex- 
emplified in the ad shown here. It has 


appeared in two newspapers so far, 
with satisfactory results. By suggest- 
ing that women purchase shoes in 
their home towns so far as possible, 
the co-operation of home town dealers 
is assured. 

The store has been popularized as 
the “House of Unusual Sizes,” Mr 
Herold explaining, “The majority of 
women think their sizes are unusual, 
and it seems to ‘hit’ everybody.” He 
adds that nothing in the way of pro- 
motion which he has ever attempted 
has taken hold in the way this pro- 
motion has. 

Two signboards which are repainted 
every six months carry the idea fur- 
ther, keeping the name of Herold’s be- 
fore the public and conveying the idea 
that at this store practically any size 
foot can be fitted. 





What woman wouldn't ge miles 
peor the right size shoe? 


What do you dread most when you start shopping fur uhoes Hey the 
ize, int 0? Bf you fied your aze om of ower ITS othe mon of your 


Not every thor sore can be expected to have alll these sses, shapes 
and hewghes of heets There muu be some wore ia a given ares where you 
have a betier chamce to get your suze whether narrow wide shor oF long 
Ard that place closest wo Low Gavws i 


HEROLD'S 


in San Jose 





WHEN THINKING SHOES REMEMBER 


HEROLD’S—The HOUSE of UMUSUAL SIZES 
24 SOUTH FIRST STREET, SAN JOSE 
* Regeteres U8 Pet Ontos 


This ad, which appeared in two news- 
papers, acquaints the public with the 
wide range of sizes carried by Herold's. 











To Manufacture Synthetic 
Sole Fabric Shoes 


New York.— United States Rubber 
Company will begin manufacture, in 
the near future, of fabric shoes with 
synthetic rubber soles for civilian use, 
in accordance with the recent WPB rul- 
ing releasing synthetic rubber for this 
purpose. 

Four popular athletic styles that will 
help meet the great needs for the health 
training program will be made—a lace- 
fo-toe training shoe with molded sole 
and extra rugged features for men and 
boys; a lace-to-toe bal for men, boys 
and children; an oxford for men, boys, 
Women and children; and a gym bal for 
Women and growing girls. 

The shoes will be manufactured for 
Spring and Summer delivery and will 
be distributed through the usual whole- 
tale and retail channels of United 
States Rubber Company’s footwear 
division. Because quantities will be 
limited, an equitable plan of distribu- 





s 


tion, fair to all customers, has been 
worked out. 

The new synthetic-soled fabric shoes 
wll be made in the Naugatuck, Connec- 
ticut, plant of United States Rubber 
Company by the same skilled workers 
who have produced its rubber-soled 
footwear for many years. 





To Hold Dinner-Meeting 


New YorK—An open dinner-meeting 
of the Shoe Club will be held at the Ho- 
tel McAlpin, New York on Tuesday, 
January 18th, it has been announced. 
A novel and interesting program has 
been arranged, with Harry Hershfield 
the guest speaker. Dancing will be a 
feature of the evening. 

Reservations may be made by com- 
municating with Miss Minna Morgan- 
stern at Shoe Club headquarters, Hotel 
McAlpin. 


TCCA Reelects Officers 


New YorK—At a meeting of the 
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MEN'S OPERA SLIPPERS 


UNRATIONED 
$2.00  ¢ rasnic uppers 


@ LEATHER LINING 

@ LEATHER SOLES 

@ COMPO CONSTRUC- 
TION 


@ RUBBER HEELS 










' 
SOLD IN STRAIGHT 86 PR. CASES ONLY 


ARNOFF SHOE CO.,INC., 101 Duane S#.,N.Y.C 
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POLISHING CLOTHS 
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PRODUCTS INC. 
NEW YORK CITY 


CADIE CHEMICAL 
621 SIXTH AVE., 








board of directors of The Textile Color 
Card Association, held recently, the fol- 
lowing officers were reelected: Presi- 
dent, Charles Pinnell, Merrimack Mfg. 
Co.; 1st vice-president, Roy E. Tilles, 
Gotham Hosiery Co.; 2nd vice-presi- 
dent, Armand Schwab, Armand Schwab 
& Co.; treasurer, Carl E. Kempf, 
Brewster Hat Co.; secretary and man- 
aging director, Margaret Hayden 
Rorke. 
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BOWLING SHOES 


asco 
. Wh BOWLING SHOES 
and OXFORDS 


up 20 STYLES IN STOCK 
IMMEDIATE DELIVERY 


All reg. combination soles 
Right feet rubber sole 
Left foot leather sole 


FEATURING 
NO-MARK SOLES 


ARNOFF SHOE CO.,INC., 101 Duane S?t.,N.Y.C 
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SANDALS 


OF Oe er Or er re 


NON-RATIONED 


ROPE SOLE SCUFF 


Fast seller for locker 
use in clubs and 
Service Barracks 


WATER REPELLENT 
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Full Sizes 
Men's 6-11 5 39 
Khaki, Navy Blue 
Women's 3-9 
Khaki only F.0-B. Chicago 


For immediate Delivery 


WILLIAM COHAN 
SHOES 
Midwest Distributor 
Knomark and Esquire Shoe Dressings 
19 S. Wells $t.—Chicago 6, Ill. 

















Florsheim Net Tops Million 


Cuicaco—The annual report of 
President Irving S. Florsheim to stock- 
holders of The Florsheim Shoe Com- 
pany, showing the financial position of 
the company as of the close of business 
Oct. 31, 1943, indicated profits of $1,- 
011,359.50 from operations during the 
year, including a post-war credit of 
$71,500, after provision for doubtful 
accounts, depreciation, federal and 
other taxes. 

All of the company’s plants have 
supplied substantial quantities of shoes 
to the armed forces, and ability to sup- 
ply active civilian demand was limited 
by the amount of material and man- 
power available. 
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Shoe Production 
Fell in October 





PRODUCTION OF BOOTS, SHOES, AND 
SLIPPERS, OTHER THAN RUBBER 
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WASHINGTON, D. C.—Production of 
boots, shoes and slippers, other than 
rubber, for October totaled 37,704,997 
pairs, according to a monthly release 
by the Department of Commerce, Bu- 
reau of Census. This represents a de- 
crease of 0.6 per cent from the amount 
produced in September, and a decrease 
also of 5.7 per cent compared to the 
figure for October a year ago. 


Shoes for government use, including 
dress and work types as well as 
women’s, amounted to 3,478,293 pairs 
in October, slightly below the figure 
for September, 1943. Since women’s 
shoes are not included in the figure for 
October a year ago, the amounts are 
not comparable. Total production for 
the first ten months of 1943 in this 
classification amounted to 38,284,776 
pairs. 

Production of men’s shoes (including 
dress and work shoes for civilians 
only) came to 6,534,796 pairs in Octo- 
ber, a slight decrease from the Septem- 
ber figure and a substantial decrease 
from the figure for October of last 
year. Production for the January 
through October period came to 71,084,- 
850 pairs, 18.4 per cent below that for 
the same period the preceding year. 

Output of youths’ and boys’ shoes in 
October totaled 1,800,643 pairs, lower 
than the amount reported for Septem- 
ber, but higher than that for October, 
1942. Total output for the ten-month 
period amounted to 16,594,860 pairs, 
13.5 per cent higher than that for the 
same months last year. 

Women’s shoe production amounted 
to 12,093,960 pairs, slightly lower than 
the September figure, and lower, also, 
than that reported for last October. 
Total of 135,914,467 pairs were pro- 
duced in the ten month period this year, 
a decrease of 12.4 per cent from the 
amount produced in the same period in 
1942. 

Production of misses’ and children’s 
shoes in October totaled 2,478,938 


pairs, slightly lower than the ar:ount 
produced in September and su’ stan- 
tially lower than the figure for Octo. 
ber, 1942. Production for the ten. 
month period came to 27,402,759 pairs, 
22.4 per cent lower than the amount 
produced in the same period the year 
previous. 

Infants’ shoe production rose in Oc. 
tober to 2,176,941 pairs, an increase 
ever both the September, 1943, and Oc- 
tober, 1942, figures. Total for the ten- 
month period was 21,218,658 pairs, a 
decrease of 1.6 per cent, however, from 
the number produced in the same 
period the year before. 


More Service Shoe 
Contracts Awarded 


Boston, Mass. — Contracts for mili- 
tary shoes awarded recently at the 
Boston Quartermaster Depot include 
ene lot of 60,003 pairs of hob-riveted 
service shoes with reversed uppers. Of 
these, 30,000 pairs have been awarded 
to the Charles A. Easton Co. The bal- 
ance are to be made by A. R. Hyde & 
Sons Co. Other shoe contracts cover 
the manufacture of 1,836 pairs of 
safety work shoes with composition 
soles, to be made by the J. F. McEol- 
wain Co.; and 43 pairs of boots with 
leather legging tops to be made by the 
J. M. Connell Shoe Co. 

Contracts to furnish large quantities 
of repair material and repair equip- 
ment also have been awarded. Largest 
among these are 175,300 pairs of rub- 
ber heels for women’s shoes; 284,640 
stitching machine awls of various 
types; and 3,720,000 ring-shanked hob 
nails. 


Shoe Man Reported Missing 


CINCINNATI, O.—Lt. James C. New- 
bold, son of W. E. Newbold, who oper- 
ates the Newbold Bootery, here, has 
been missing since a raid over Ger- 
many on November 26th. Lt. Newbold 
was a navigator on a bomber. He had 
served in the Air Corps for the past 
20 months and had been in England 
only a month when reported missing. 
Prior to entering the service Mr. New- 
bold was associated with his father in 
the shoe business. 


Jackson Joins E. T. Wright 


St. Louis, Mo.—Bert Jackson, man- 
ager and buyer of the men’s shoe de- 
partment of Famous-Barr, has resigned 
to enter the manufacturing branch of 
the industry. He will join the organ- 
ization of E. T. Wright & Co., Rock- 
land, Mass., and will represent them in 
the Ohio territory. Mr. Jackson plans 
to leave St. Louis about January 15th. 

Eddie Hurder, who has been in the 
women’s shoe department at Famous- 
Barr, has been selected to take over Mr. 
Jackson’s duties in men’s shoes. 
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Organize Fashion 
Industries Group 


Cuicaco, ILL.—With almost 150 
nt, representatives of local manu- 
facturers, wholesalers and out-of-town 
eoncerns who have showrooms in this 
city, Chicago Fashion Industries held 
its initial official meeting at the Mer- 
chandise Mart, recently. The aim of 
this newly formed organization is to 
foster Chicago and its immediate en- 
yirons as a fashion center for all types 
ef women’s wearing apparel, outer and 
intimate apparel as well as accessories 
of all kinds. 

For the present, only the outer ap- 
parel groups have been working on this 
project, but the plan is to include later 
a lingerie division, hosiery, footwear, 
millinery and corsets. 

Recognition of the growing impor- 
tance of Chicago in the fashion field is 
to be noted in the steady increase of 
buying offices which now have per- 
manent branches here. During each 
succeeding market season there is a 
steadily growing list of store buyers 
from the East who come out to the Mid- 
west in search of new resources. 

Plans as laid out at present provide 
for one director for every 10 members 
of a given division. These directors 
dect a chairman who will serve on the 
governing board of the whole group. 
This gives a fair and equal representa- 
tion to each group in making policies 
for affecting the entire organization. 

The Style Creators of Chicago, which 
has been in existence for more than 
eight years, has dissolved in order to 
become a part of Chicago Fashion In- 
dustries. Abraham Heller, executive 
director of the Style Creators, has been 
largely responsible for the creation of 
this new organization. 








Select Spring Hosiery Shades 


New York—Sundash, a radiant sun- 
blush tone, Honeyglo, a lively tropical 
tan, and Dawnhaze, a subtle neutral 
beige, comprise the trio of distinctive 
tlors featured by The Textile Color 
Card Association in the Confidential 
Advance Issue of its 1944 Spring Hos- 
iery Card, released to members re- 
tently. 

In accordance with the Association’s 
strict conservation measures adopted 
atthe outbreak of the war, it was 
slated by Margaret Hayden Rorke, 
Managing director, the hosiery collec- 
tion is again limited to three colors, all 
bessessing highly individual attributes 
amd each being created to complement 
‘wide selection of important costume 
nes for Spring and Summer. Every 
color has likewise been carefully corre- 

with the colors for shoes, as speci- 
fed in the War Production Board Con- 
Stvation Order M-217, as amended Oc- 
teher 18, 1943. 

Mrs. Rorke emphasized that all of 
the colors were on the light side and 
tilled particular attention to the lively 


Jenwary 1, 1944 













sparkling qualities of Sundash and 
Honeyglo, signalling them as excellent 
tones to go with the vibrant Mexican 
Sun Colors, as well as with white and 
summer pastels. 

The three new colors, it was ex- 
plained, can be included among the 
maximum number of colors, in accord- 
ance with the War Production Board 
Hosiery Order L-274. All are adapt- 
able to rayon, as well as cotton and 
wool hosiery. 


Mrs. Abraham Posner 


New YorK—Mrs. Rebecca Nevins 
Posner, 76, widow of Abraham Posner, 
who founded Dr. A. Posner’s Shoes, 
Inc.; manufacturers of children’s shoes, 
died at Brooklyn Jewish Hospital re- 
cently. She had fallen on the steps of 
her home a few weeks previous. 

Mrs. Posner was a director of the 
Brooklyn Hebrew Home for the Aged 
and of the Brooklyn Jewish Home for 
Chronic Diseases. She also was a mem- 
ber of the board of the Brooklyn Home 
for Convalescents. In 1926 she en- 
dowed a wing at this home in memory 
of her son, the late Jacob D. Posner. 
She was also an officer of the Frances 
Frey Aid Society of Brooklyn. 

She is survived by her son, Herbert 
Posner, president of the shoe company, 
and two daughters, Mrs. Sadie L. 
Joseph and Mrs. Irene S. Liebler. 





Buys Accessories at Gude’s 


Los ANGELES, CALIF.—Mrs. Viola 
Christie is now buyer for bags, hosiery, 
jewelry, perfumes and accessory novel- 
ties at the Gude Shoe Store. 





Christmas Remembrance 


On Its Way 





A group of A. C. Lawrence employees, 
together with some of the gift packages 
which they have been preparing for 
shipment to employees now in service. 


PEaBopy, Mass.—Nearly four tons of 
Christmas remembrance have gone out 
to 1101 former employees now in ser- 
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MEN'S SIZES 6173-12 
$1.50 
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Style #6147 
ARNOFF SHOE CO.,INC., 101 Duane St.,N.Y¥.C 
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CHILDREN'S SHOES 
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The C. A. Haines 
Health Shoe 





Fiex-A-Proved Cushion 
construction, soft and 
smooth inside, —_ 
fealty designed; 
leather. White 
Geatskia 


SUPERIOR SHOE CO., Mfrs. 


508 S. Peoria St. Chicago 
Our eet eas, 
jean Shee . Freiburger . 
or we, Jeffervea a4 119-121 E. Gelumbia St., 
Detreit Fert Wayne, Indien 
Jayson Ghee Co. . . . Les Angeles, Cal. 








vice, from A. C. Lawrence Leather 
Company of Peabody. These boxes have 
been mailed each Christmas and New 
Year since the war began, and this 
Christmas the number is double that 
of a year ago. 

Eleven ACL girls, now with the 
several uniformed services, are included 
among this year’s recipients of the 
generous boxes, 300 of which went 
either overseas or to Navy postoffices. 
The ACL boxes contained a generous 
and usable assortment including hard 
candy, peanuts, chocolate bars, gum, 
soap, toothbrush, toothpaste, cigarettes, 
playing cards, tobacco, shaving cream, 
razor blades and fillers for the ACL 
memo books. 

Nearby recipients have already start- 
ed sending back their appreciation for 
being remembered at this season and 
mail in both directions has been flying 
fast in recent weeks. 

This company has been extremely 
fortunate in having lost only two of 
the more than 1100 Lawrenceites now 
in service all over the world. 
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HELP WANTED 





SALESMEN WANTED 


FOR SALE 





Essential Workers need Release Statements 








Essential Workers need Rel Stat 





AT iase. RETAIL SHOE SALES 

MEN: There is a wonderful opportunity in 
Health Spot Shoe Shops for men with shoe re- 
tailing experience who are capable of assuming 
responsibility and taking complete charge of 
store operations. Unlimited earnings under lib- 
eral profit-sharing plan. Ability to fit shoes 
properly and ec friends of customers are 
important qualifications. Here’s chance to cap- 
italize on your ability. Persons in war work 
or essential activity not considered without 
statement of availability. Address: HEALTH 
SPOT SHOE SHOPS, INC., Industrial Ave- 
nue, Danville, Illinois. 





PARER experienced on handbags or shoes. 
Write Box 377, Realservice, 110 West 34th 
Street, Nev New York, N. Y. 








SHOE salesman for high-grade women’s shoe 
store in Arizona city. Excellent opportunity 
for real salesman. Write giving full details in 


confidence. Address #906, care Boot & Shoe 
a ne 100 East 42nd Street, New York 





SHOE FACTORY FOREMAN 


OS ANGELES factory wants an experienced 
man to take COMPLETE charge of cutting 
room to boxing. Manufacturing better type of 
women’s casuals. State full particulars, confi 
dential. Address #901, care Boot & Shoe Record 
er, 100 East 42nd Street. New York 17, N. Y 








POSITION WANTED 


RETAIL SHOE EXECUTIVE, 15 years’ 

Chain Store experience, at present employe: 
in South as Manager and Buyer. Possess com- 
plete knowledge modern merchandising, window 
trimming, etc. Married; available January Ist. 
Address #891, care Boot & Shoe Recorder, 
100 East 42nd Street, New York 17, N. Y. 








HOE BUYER AND MANAGER, aggressive, 

desires change. Twenty years’ experience; 
married; draft exempt; now employed. No chain 
inquiries solicited. Address #889, care Boot & 
hoe Recorder, 100 East 42nd Street, New 
York 17. N. Y. 


ETAIL SHOEMAN thoroughly experienced, 

employed as assistant buyer in large dept 
store, age 35, married, draft exempt, desires 
Dosition as store manager with national chain 
or @ssistant buyer in dept. store buying office. 
Address #912, care Boot & Shoe — 100 
East 42nd Street. New York 17, N. Y 


SALESMAN. 36. deferred. Thoro better men’s 
shoe experience. With present firm past 
seven years. Wishes permanent connection with 
Miami concern. Leave about January 15th. 
Address #899. care Boot & Shoe Recorder, 109 
East 42nd Street. New York 17, N. Y 











MERCHANTS NEEDS 


BRONZED BABY SHOES. BY EXPERTS. 

mounted on book-ends, ash trays—of wood 
er plaster. Extra profit. No investment or 
ration. CEDERLOF ANTIOUE’D BRONZ. 
ING ARTS, 541 North Lawler Avenue, Chi 
cago, Illinois. 











REPRESENTATIVE WANTED 


Large national organization 
manufacturing insoles, midsoles, 
outsoles, platforms and linings 
seeks New England representa- 
tive for permanent full-time job. 
Salary and expenses. Write or 
wire complete personal and busi- 
ness history, and an appoint- 
ment will be arranged. 

Address 904, care BOOT & SHOE 


RECORDER, 100 East 42nd Street, 
New York, N. Y. 











SALESMEN to carry short line of Play Shoes. 
Commission basis. State territory covered. 
Address #910, care Boot & Shoe Recorder, 10¢ 
East 42nd Street, New York 17, N. 





ALESMEN WANTED for side line of 

high-grade Goodyear Welt Work Shoes, car- 
ried in stock, for States of Pennsylvania, Con 
necticut. Maryland, Virginia and Southern ter- 
ritory. Address #903, care Boot & Shoe Re- 
corder. 100 East 42nd Street, New York 17, 
as Ee 


ALESMAN WANTED with established iol- 

lowing to sell line of novelty shoes $3 to 5 
retailers in Virginia and Carolinas. Commission 
only. Write in detail of experience, etc. Ad- 
dress #902. care Boot & Shoe Recorder, 100 
East 42nd Street. New York 17, N. Y 








BOSTON wholesaler wants experienced man 
to cover any part of South. Commission 
basis. complete or side line of dress and work- 
shoes. Address #900, care Boot & Shoe Re- 
corder. 100 East 42nd Street. New York 17, 


N. 





ANTED: Salesman to cover western part 
of Virginia, North and South Carolina, car 
rying women’s Novelty shoes on strictly com- 
mission basis. No objection to non-conflicting 


side line. Address #898, care Boot & Shoe 
a 100 East 42nd Street, New York 
17. ‘ 





SIDE LINE SALESMAN WTD. 


Essential Workers need Release Statements 








SIDE! INE SALESMAN wanted for Pitts- 
burgh to include West Virginia, Western 
Pennsylvania and Eastern Ohio, to sell a line 
of growing girls’ sports, sandals and some rubher 
footwear. Address #905, care Boot & Shoe 
eomeene. 100 East 42nd Street, New York 17, 
N. ¥. 





IDELINE salesmen for novelty line of Non- 
rationed Playshoes, slippers and sport shoes 
for Ga., Fla., N. and S. Carolina, Ky., Tenn. 
Miss., Ala., Mich., Ind., Ohio, Okla., Texas 
and Calif. Address #914, care Boot & Shoe 





Recorder, 100 East 42nd Street, New York 17, 





Attention, Southern Shoe Stores 
For Sale 
75 PAIRS OF SUMMER SHOES 


Write ORA'S SHOE STORE 
Lec 


rosse, Wisconsin 











'AMILY SHOE STORE in best County Seat 

Town of 5.500 in Great Lake Region. Me 
dium to High Grade. mostly advertised lines, 
Going business—excellent opportunity for con- 
tinued business. Reason for selling—poor health, 
Address #907, care Boot & Shoe Recorder, 109 
East 42nd Street. New York 17, N. Y 








OR SALE—Shoe store—women’s and child. 

ren’s. Heart of business section Western Penn- 
sylvania town, population over 40,000, rent 
$225.00 month. stock reduced to less than 
$4000. Service draft imminent. Address #909, 
care Boot & Shoe Recorder, 100 East 42nd 
Street. New York 17. N. Y. 





LINES WANTED 


LAY SHOE LINE WANTED. Former rep 

resentative of well-known play shoe line now 
interested in selling line of smart play shoes 
in any attractive territory. Former experience 
guarantees the right results for the right firm. 
Address #911, care Boot & Shoe Recorder, 
100 East 42nd Street. New York 17, .N. 


MANUFACTURER'S REPRESENTATIVE 
covering Metropolitan New York Shoe an! 
seeks additional Lines 
Novelty Footwear, Specialties, or Findings 
Address #818. care Boot & Shoe Recorder, 
100 East 42nd Street. New York 17, N. Y 








Department Stores 








HOE traveling salesman experienced, wants 

to represent Slipper, Sandal. Playshoe man 
ufacturer, Connecticut, New York State. Al 
references. Address #908, care Boot & Shoe 
i. 100 East 42nd Street, New York 
17. } 


Raise Quota in Record Time 


PHILADELPHIA, PA. — The fund-rais- 
ing quota of the Shoe Club of Philadel- 
phia in the United War Chest can- 
paign was finished off in record time 
by their committee. The quota was 
$2000 and the committee raised $2500 
among the twenty-two members of the 
association, which is composed of 
wholesale shoe dealers and allied indus- 
tries. Additional subscriptions to the 
campaign received later amounted to 
$200. 

Members of the committee were: 
James E. Kelley, Kelley Shoe Company, 
Inc.; Max M. Meltzer of A. Meltzer 
Co.; Howard Alexander, Alexander 





Rubber Company; Mr. Kelley is also 
president of the Shoe Club. 





Minimum charge, 75 cents. 


address should be counted. 
The rate for all display cla: 





The rate for “Position and Lines Wanted” 


CLASSIFIED ADVERTISING RATES 


is 4 cents per word for all 
For all other classified advertisements the rate is 7 cents per word. 
When a box number is desired twelve words should be added for the address. 


advertisement 


ified advertisements is $5.00 an inch with a maximum of 46 words. 
Classified advertising is payable in advance. 


ll Advertisements for this page must be in our New York Office 10 days preceding publication date. ws 


undisplayed advertisements. 
Minimum charge, $1.25. 
In all other cases each word of the 
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WANTED TO PURCHASE 








WANTED TO PURCHASE 


MERCHANTS’ NEEDS 








WRITE, 


T SELL US YOUR SURPLUS BETTER GRADE SHOES 
and convert into CASH & RATION CURRENCY 


any quantity and at fair prices 
WIRE OR PHONE 


M. K. WEIL SHOE CO. 
1326 Washington Ave., ST. LOUIS, MO. 


Ce. 4898 


FIT COMES FIRST 


with the original 
SHOE DOCTOR SHRINKERS 








THE COUNTRY’S FOREMOST AND LARGEST SHOE BUYER 


WILL BUY 


PORTIONS OR YOUR 


ENTIRE STOCK 


ESPECIALLY BRANDED SHOES 
CASH AND RATION 


SHORT TERM LEASES ASSUMED 


Sam CAMITTA & SONS 


ESTABLISHED 1996 


95 READE ST., NEW YORK 13, N. Y. 
PHONE COrtiandt 7-6378-9 


CURRENCY PAID 






abnormal feet. Our Shoe 
Doctor Shrinkers when used 
with our specially pre- 
pared fluids, give the 
proper fit to shoes which 
fit large around the top, 
of at the heel, or gap at 

the sides. Any fullness or 
wrinkles in leather’or fab- 
ric are easily shrunk with- 
out harm. 


Curved type iron 
Special combination offer $32.50 (fluids 
included in above prices). 











WE WILL BUY FOR 


CASH 


RETAIL SHOE STORES 
AND PAY HIGHEST PRICES 


CAMITTA SHOE COMPANY 
120 N. 4th St., Philadelphia, Pa. 
Phone Lombard 2062 





WE BUY 


SHOE STORES 


FOR CASH 


BARSH & CEASAR 


Philod » Po 


N. 4¢h S¢ 


Ph 





Send your order or write for detail information 


E. C. SMELTZER CO. 


121 E. Gist Street, Indianapolis, Ind. 


To Manage 
Los Angeles Branch 


Los ANGELES, CALIF.—Arnold H. 














SHOES WANTED 


Convert Your Surpluses 
Into Cash and Coupons 


Wire, phone or write today 


BARIS SHOE CO., INC. 


79-81 Reade St., New York, N. Y. 
Phone WOrth 2-5180 








WILL PURCHASE 
FOR CASH AND RATION CURRENCY 
RETAIL SHOE STORES 
OR SHOE STOCKS 
will assume Lease within 200 miles. 


R. & F. SHOE COMPANY 
1827 Fifth Avenue, Pittsburgh, Pa. © Court 7586 














SELL YOUR SURPLUS STOCKS 
to 


Visit our new warehouses 


108-110 Duane Street, New York 
Phone: WOrth 2-5377 and 5878 and 5379 


Finnern has been appointed sales man- 
ager of the footwear and clothing di- 
vision of the local United States Rub- 
ber Co. branch. He succeeds Ear! L. 
O’Harra who has been transferred to a 
similar position with the company’s 
branch at Seattle. Mr. Finnern comes 
here from the San Francisco branch 





office. 





WE BUY 

SURPLUS AND COMPLETE STOCKS 
OF BETTER GRADE SHOES 

FOR CASH AND RATION CURRENCY 


SHORT LEASES ASSUMED 


YOUR NAME AND BRAND 
PROTECTED 


IRVIN RUBIN, INC. 
“The House of Jobs” 
89 READE STREET 


New York City 
Phone BARCLAY 17-7887 














—here's how to get 
More Business! 


HE Vincent Edwards Idea Clipping 

Service has over 2,000 satisfied users. 

Each order filled accordi to what 
ou want; wholesalers usually request 

st retail ads; man rers usually 
want ads of competitive brands. 


You will find | @ study of souupaper 
oad is the and least e 
pensive way to keep in touch with what's 

















Minimizes Importance 
Of Slackened Buying 
Detroit, Micu.—Worries of Detroit 
tetailers over a temporary cessation of 
Yolume of buying by the public here 
Were minimized in importance by John 
Scott Black, local OPA rationing execu- 
tive for shoes. 
“Tt will not be long before we will 
again have a vigorous demand for wo- 
men’s shoes again,” Mr. Black stated. 
A reason for the present situation, I 
believe, is that many women overbought 
m their No. 17 coupon, and consequent- 


donvary |, 1944 





ly would not buy again for some time— 
and the total volume would necessarily 
level off. However, the end of the period 
of ordinary use of shoes bought with 
the No. 17 stamp may be expected in 
another sixty days, and we expect an 


upturn in shoe demand. 


“Right now, we in OPA are glad that 


the demand is down. 


“Another thing we are pleased with 
is that the weather has been mild so 
far, because of the shortage of water- 
repellent footwear in this territory, al- 
though this is not strictly an OPA prob- 


lem.” 


going on. 

Use cou below to learn more about 
this valuable service and the special short 
term trial offer. No obligation, of course. 


VINCENT EDWARDS & CO. 


World's Largest Advertising Service Organization 
342 Madison Ave., New York City 


Please tell me more about y news- 
paper ad clip Ce a 7 nae 
short term triad’ 
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An Algerian tannery at work during peace times. 


Algerians Like Imported American Shoes 


ae 


Durable leather shoes 


had practically disappeared from the market before Allied troops 
arrived in November, 1942. 


A.ciers.—Before 1939, the principal 
exporter of shoes to Algeria and, gen- 
erally speaking, to French North Af- 
rica, was France. Next in importance 
were Spain, Switzerland, Czechoslo- 
vakia and Germany. In Algeria alone, 
the imports from France amounted to 
four million pairs of shoes. Light 
weight shoes, made of materials such 
as rubber, are not included in this 
figure. 

After the invasion of France, good 
leather articles rapidly became scarce 
in the Algerian shops. A local industry 
offered shoes made on a sole cf wood 
with uppers of linen, raffia and, oc- 
casionally, leather. Of course, these 
shoes could not be anything but in- 
ferior. 

On the arrival of the Allied forces 
in November, ’42, all durable leather 
shoes had already disappeared from the 
local show cases. Some months later, the 
first American shoes made their ap- 
pearance. They were welcomed joy- 
fully throughout the country and, up to 
September, shoes sent here by the 
United States totaled 200,000 pairs. 
These shoes have been distributed in 
the three departments through the care 
of special committees created for the 
purpose. They were supplied to retail- 
ers in accordance with their usual 
wants. Customers were permitted to 
buy them under strict regulation. 

Nevertheless, many of these shoes 
did not fit the Algerian foot. Al- 
gerians, like most of the Southern popu- 
lations of France, possess feet unlike 
those of most other populations. They 
are large and spread out; the long 
sunny days in the country are re- 
sponsible, for during the long Summer 
season, which sometimes lasts until De- 
cember, most people here wear only 
loose slippers, both indoors and on the 
sandy seashore. Before the war, shoe 
manufacturers in France, working for 
Algerian firms, took this special con- 


formation into account. 

It is hoped by everybody here that 
the American imports will continue, for 
the first ones proved useful to a large 
part of the population. It might be 
wise, however, before sending more 
shoes, to question the local commercial 
bodies dealing in shoes as to the types 
which would be most useful. 

It is worth while pointing out that, 
before 1939, big Algerian shoe firms, 
especially in Algiers, did business with 
American firms from whom they yearly 
imported shoes worth millions of francs. 
These shoes included light articles with 
rubber soles for tennis, sea, and so on. 

Now a word about the Algerian skins 
and leather. The annual exports of 
these during 1938, the latest official 
figures available, amounted to 30,000 
metric quintals. The share of the 
United States was 10,740 quintals, com- 
prising goatskins only. The Italo-Ger- 
man armistice commission made it a 
duty which they fulfilled as closely as 


i ete 


possible to send all Algerian skins ang 
leather to Italy and Germany. ‘t wag 
veritable plunder. 

By now, as usual, goats, sheep ang 
oxen are slaughtered daily; their ‘leecgs 
are stocked here and there as they cam 
not be used by local shoe indv stries, 
ewing to the complete lack of tanning 
materials to prepare them. Now, the 
question concerning these firms is, wil] 
the United States help to transform aj 
of these skins and leathers into desix 
able shoes by sending the materials nee 
essary to tan them? 


Paper Packs a War Punch. 
Don't Waste It! 


Shoe Men Leaders 
In CED Program 


CoLuMBus, O. — Shoe manufacturer 
and retailers of Columbus have ap 
sumed local leadership and an active 
part in the nation-wide program of the 
Committee for Economic Development 
to meet and cope with post-war prob 
lems facing business and industry. 

Heading the Columbus CED unig 
which recently held its first. meeting 
with more than 100 business executives) 
and industrial leaders, is Herbert Lape 
Jr., president of the Julian & Kokenge 
Co., chairman of the local unit. 

Roy Jackson, president of the G. Bd) 
win Smith Shoe Co., and Howard & 
Lape, vice-president of the Julian @ 
Kokenge Co., are active members of the) 
unit’s industrial committee. 

The national CED is a non-profit or 
ganization, operating in the public im 
terest to encourage, within commun 
ties, company-by-company preparation 
for new high levels of productive em 
ployment and profitable distribution i 
the post-war period. 

Paul G. Hoffman, president of 
Studebaker Corp., is chairman of the 
national organization’s board of trus 
tees, composed of about 20 of the n& 
tion’s outstanding industrialists anf) 
educators. 


Despite the scarcity of leather shoes, small shoe shine native boys make mone 
thanks to the American and British soldiers who like their shoes well polished. 
The soldiers are generous, generally paying more than the usual price of two francs. 
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J. extending you our 
sincere wishes for a brighter New Year, we at 


CHARLES A. EATON COMPANY have one very 
definite determination. We are going to keep 
foremost in our thought that only by following all 
the way through to the last detail in serving you 
can we really satisfy the consumer . . . and that, 
in the long run, it is only enthusiastic consumers 
who can make your business and ours successful. 


There shall be no such thing as that vicious “sell- 
ers’ market” complex in our concepts or policies. 


To keep Etonic Arch Shoes the outstanding line 
of skillfully styled and made Arch-Support Shoes, 
we are maintaining a vigorous search for mel- 
lower leathers, better-wearing soles and finer 
materials . .. a continued development of Lasts 
and Patterns in which Fit, Comfort and Individual 
Styling blend. ..a progressive perfecting of 


skilled Shoemaking. 
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CORDIAL GREETINGS -— to All! 
To our “old” customers — whose 
responsible service to their clientele 
has so widely extended the high 
reputation of Dr. Posner’s Scientific 


Shoes for Children. 


CORDIAL GREETINGS — to those 
many more retailers who would 
have been our “new” customers . . . 
had it been possible for us to take 
care of new business. 


CORDIAL GREETINGS — to All! 
For your patient understanding of 
the wartime difficulties under which 
every manufacturer necessarily 
must operate . . . especially those of 
us whose chief materials — leathers 
— are so vitally reduced by wartime 
requirements. 


CORDIAL GREETINGS — at the 
start of our 56th year of service to 
the Shoe Retailers of America. May 
1944 bring you — and us — increased 
opportunities for service — new 
satisfactions in achievement! 


AND GIRLS 


grres SCIENTIFIC NER’y 
SHVES 
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TO ADVERTISERS IN 


ADLER-JONES CO., Chicago, Ill. ' 
ALLIED KID COMPANY, New York, Boston, Philadelphia 17, 
AMERICAN OAK LEATHER CO. ; ; : k 
ARNOFF SHOE CO., INC., New York City ; 16, 77, 78, 
BARIS SHOE COMPANY, New York City , 
BARSH & CEASAR, Philadelphia, Po. ..... 

BECKWITH MFG. CO., Dover, N. H. ; 

CADIE CHEMICAL PRODUCTS, INC.., pan York City 

CAMITTA, SAM, & SONS, New York City pitied keen alas ’ 
CAMITTA SHOE COMPANY, Philadelphia, Pa. 

COHAN, WILLIAM, Chicago, Ill. ...... 

COLONIAL TANNING COMPANY, Boston, Mass. 
CRADDOCK-TERRY SHOE CORP., Lynchburg, Va. 

DEWEY & ALMY CHEMICAL CO., Cambridge, Mass. 

DOUGLAS, W. L., SHOE CO., Brockton, Mass. 

EATON, C. A., CO., Brockton, Mass. 

ENDICOTT-JOHNSON SHOE CORP., Endicott, N. Y. . 
GERBERICH-PAYNE SHOE CO., Mount Joy, Pa. ...... 

GLAMOUR MAGAZINE, New York City 

GOODWILL SHOE CO., Holliston, Mass. 

HEYWOOD BOOT & SHOE CO., Worcester, hen. 

HOOD RUBBER CO., Watertown, Mass. ..... : 

HUBSCHMAN, E., & SONS, INC., Philadelphia, Pa. 

JOHNSTON & MURPHY, Newark, N. J. 

KEITH, GEORGE E., CO., Brockton, afer. ; 

KIEFER, EDGAR S., TANNING CO., Grand a" Mich. 

KIMEL SHOE CO., Los Angeles, Cal. ..... 

KIRSCH-BLACHER CO., INC., New York City 

KNOMARK MFG. CO., Brooklyn, N. Y. 

LEVOR, G., & CO., INC., New York City . 

MARKELL SHOE CO., Brooklyn, N. Y. ; 

MIDDLE ATLANTIC SHOE RETAILERS’ “ASSN., ‘Philadelphia, Pa. 
MUSEBECK SHOE COMPANY, Danville, Ill. te 
OHIO LEATHER COMPANY, Girard, O. weseeebe- 

EY SE MG I Bc ons cea esteccseccescens 
PIERCE, C. S., CO., Brockton, Mass. ...... 

POSNER, DR. A., SHOES, INC., New York City . 

PROMENADE SHOE CORP., New York City 

RICHARD YOUNG CO., New York City 

ROBERTS, JOHNSON & RAND, St. Louis, Mo. 

R. & F. SHOE COMPANY, Pittsburgh, Pa. ................ cece ee eees 
RUBIN, IRVIN, New York City . - eat 
SATURDAY EVENING POST, Philadelphia, Pa. 

SAUL LITVACK, New York City ...... 

SCHOLL MFG. CO., THE, Chicago, Ill. 

SELBY SHOE CO., THE, Portsmouth, O. ..... 

SMELTZER, E. C., CO., Indianapolis, Ind. .. ee 
STETSON SHOE CO., INC., So. Weymouth, Mass. ............ 
SUPERIOR SHOE CO., Chicago, Ill. “ na OE 

SURPASS LEATHER CO., Philadelphia, Pa. et eS ee 

TWEEDIE FOOTWEAR CORP., Jefferson City, Mo. , 

UNITED LAST COMPANY, Boston, Mass. ; 

UNITED SHOE MACHINERY CORP., Boston, iene, 

VINCENT EDWARDS & CO., New York City 

VITALITY SHOE COMPANY, St. Louis, Mo. 

WEIL, M. K., SHOE CO., St. Louis, Mo. ... 

ZIEGEL EISMAN CO., Boston, Mass. 
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